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BANKER TELLS THE 
WEAPON TO EMPLOY 


President Ewald of Union Central 
Bank of Louisville Gives 
Timely Advice 


INSURANCE MEN’S POWER 


By Unity and Harmonious Action 


They Can Keep Financial Insti- 
tutions in Their Course 


George Ewald, president of the Union 
Central Bank of Louisville, in speaking 
before th: annual meeting of the Ken- 
tucky Association of Insurance Agents 
at its annual meeting called attention 
to the development of the modern bank 
whereby one department after another 
has been inaugurated until it has be- 
come a department store. He said 
that if the lead of the Bank of Italy 
is followed sooner or the large 
banks will have both fire and life in- 
surance departments and may even con- 


trol fire and life companies. Continuing 
he said: 


Becomes Question of Policy 


later 


_“From the standpoint of the large 
city bank the question that faces the 
executive officers in considering the 
operation of an insurance department 
is largely a question of policy. There 
is money to be made out of the opera- 
tion of such a department. The ques- 
tion of whether or not it would be ad- 
vantageous to the bank depends upon 
the weighing of the adverse and unfa- 
vorable influences that would follow the 
establishment of a department to write 
insurance. 


Will Deposits Be Affected? 


“The life blood of a bank is its de- 
posits. The problem that naturally 
arises in considering the establishment 
of an insurance department is whether 
or not such a department will antago- 
nize insurance interests and cause the 
withdrawal of deposits and accounts and 
in addition mean loss of good will, 
friendship and cooperation of the individ- 
uals who are interested in the insurance 
business. 


Can Work Through Organization 


“The number of men in the insurance 
business is enormous. Their united 
thought and cooperation is a vital in- 
fluence in the life of any large city. It 
seems to me that the degree of co- 
operation and the method adopted by 
the insurance men in supporting the 
principles and carrying on the work of 
the underwriters’ association affords the 
answer to the question of whether or 
not it is wise for a bank to operate an 
insurance agency. 


Would See Effect of Widthdrawal 


“Frankly, up to this time I do not 
think any bank in this city that has 
established an insurance department has 
been hurt by the loss of accounts. In- 
surance agencies and individual agents 





HUEBNER ON PROGRAM OF 
NATIONAL ASSOCIATION 


ARRANGE FOR RIDE ON LAKE 


University Professor Will Discuss Re- 
lation of Life Insurance to Personal 
Investment Plans 


Following a special meeting of the 
program committee for the Detroit con- 
vention at the headquarters of the Na- 
tional Association of Life Underwriters 
in New York, President Julian S. Myrick 
announced that Dr. S. S. Huebner, of 
the University of Pennsylvania and dean 
of the American College of Life Under- 
writers, will be one of the principal 
speakers at the annual convention in 
September. 

It is understood that Dr. Huebner will 
discuss the relation of life insurance to 
the personal investment plans of the in- 
dividual, and also the benefits of life in- 
surance to the living policyholder. 


Develop Subject Schedule 


A schedule of the subjects to be de- 
veloped has been tentatively agreed 
upon, and the speakers are being select- 
ed. President Myrick will make further 
announcements as acceptances are re- 
ceived. 

The program arranged for the dele- 
gates to the convention includes as a 
special entertainment feature one of the 
most scenic rides on the Great Lakes— 
a trip to the “Venice of America,” the 
St. Clair Flats. This part of the pro- 
gram is to be furnished by the life in- 
surance companies domiciled in Michi- 
gan. 


have continued to do business with that 
bank and it has apparently had very 
little effect on their attitude toward the 
bank. If this situation should change, 
however, and the insurance men should 
cecide to move their business from those 
banks that operate insurance depart- 
ments, I think the result would be no- 
ticed immediately. 


Should Have Unanimous Action 


“In other words, the most effective 
weapon with which the insurance agen- 
cies can fight the installation of insur- 
ance departments in banks is in their 
own hands. That weapon exists in the 
adoption of a definite policy and the 
unanimous cooperation of all the agen- 
cies and individual agents. As you 
know, however, it is a very difficult mat- 
ter in movements of this sort to per- 
suade the individuals to carry out the 
principles for which the association or 
group is working. Until something ap- 
proximating unanimous action is se- 
cured, the results obtained are disap- 
pointing. 


Building Good Will 


“Your insurance agencies also have 
another powerful weapon in their hands 
in the shape of deposits that may be 
secured from their home offices. Most 
of the larger insurance companies carry 
hundreds of thousands of dollars in the 
banks. By a judicious use of some of 
this money splendid cooperation could 
be obtained from the depository banks. 

(CONTINUED ON PAGE 12) 





AGENCY CONVENTION OF 
STATE MUTUAL LIFE HELD 


TWO CLUBS ELECT OFFICERS 


General Agents and Agents Both Con- 
vene at Lake Champlain 
for Sessions 


Over 300 agents gathered last week 
for the largest agency convention the 
State Mutual Life of Massachusetts has 
ever held, a three-day session being held 
at Lake Champlain, New York. The 
general agents’ association convened for 
a one-day session and the agency club 
met on the following two days, Presi- 
dent Chandler Bullock presiding at the 
first and the agency department heads 
at the latter. During the session, Presi- 
dent Bullock announced the addition of 
a double indemnity clause, which the 
company has not been issuing hereto- 
fore. 

General Agents Meet 


The general agents’ association was 
called to order by Norton Ives of De- 
troit, president for the past year, and 
the discussions were then led by Presi- 
dent Bullock: Frank W. Pennell of 
New York was the first speaker, dis- 
cussing “Recruiting New Agents” and 
giving a wealth of interesting material 
from his own experience in the rapid 
development of the New York office 
under his management since the first of 
the year. 

Merrill Leads Discussion 

Frederick A. G. Merrill of Buffalo 
led a discussion on “Training and Su- 
pervision of New Agents.” George F. 
Robjent of Boston was elected president 
of the association to succeed Mr. Ives, 
He led discussion on “Financing Agents,” 
which brought forth some strenuous 
variance of views, and E. Miller France 
of Cleveland, O., closed the morning 
session with a discussion on “Develop- 
ing and Increasing Efficiency of Old 
Agents.” At the afternoon — session 
Charles R. Gowan of Rochester, N. Y., 
led a discussion on “Personal Organi- 
zation of General Agents’ Time,” D. W. 
Carter, vice-president of the company, 
on “Conservation,” and Stephen Ire- 
land, superintendent of agencies, on 
“The General Agent's Contract.” 

Agents’ Two-Day Session 

The agency club opened its sessions 
the second day, with Mr. Ireland pre- 
siding. President Bullock opened the 
convention with an address of welcome. 
William Pidgeon, Jr., a layman, spoke 
on “How Life Insurance Saved a Busi- 
ness.” R. B. Gordon, supervisor of ap- 
plications, discussed the selection of 
risks and Frank W. Pennell, New York 
general agent and one of the biggest 
personal producers in the country, gave 
an address on “Intelligent Prospecting 
versus Scientific Selling.” 


Presentation of Cups 


At this session the presentation of the 
cups for the President Bullock Month 
contest, one for volume and one for 
number of lives, was made, both cups 
going to the Clark & Sanborn agency 
of Boston. The final session, on Thurs- 
day morning, was presided over by J. H. 

(CONTINUED ON PAGE 12) 





RAPID PROGRESS SEEN 
IN AVIATION BUSINESS 


Developments of Past Six Months 
Show Great Strides 
Made 


FEAR HAS BEEN REMOVED 


Both Passengers and Aviators Can 


Now Secure Life Protection With 
Liberalizations Growing 


NEW YORK, July 5.—Life insurance 
is keeping pace with the development 
of aviation, rapid as that has been, and 
even in the past few months remarkable 
progress has been shown in recognizing 
the air 
assuming in modern life. The growth 
of aviation has been notable in the past 


new position which travel is 


few years and more notable in the past 
few months, but it is only now entering 


its real expansion and develop- 
ment. In the past few months insur- 
ance, notably life insurance, has come 
to the fore in stabilizing this growth and 
cooperating with those seriously con- 
cerned with the sound development of 
this new phase of transportation. What 
the future is can only be hazarded, but 
there are many who believe it is certain 
to be second only to the automobile in 
importance and it also seems certain 
that life insurance will be one of the im- 
portant influences in the achievement of 
the new position, 


upon 


Now Write Aviators 


There has been a drastic break away 
from the old fear of the airplane and 
within the past two years the aviator, 
once regarded with unmitigated fear or 
at best accepted under a sporting propo- 
sition issued by London Lloyds, has 
become an insurable risk. There are 
several companies accepting aviators, at 
varying schedules of additional pre- 
miums, but nevertheless offering to 
those engaged in this profession the op- 
portunity to secure protection at only a 
nominal increase. This alone has been 
an important step, for many have hesi- 
tated to take up aviation as a full time 


profession, due to the hazard thrust 
upon their family welfare, previously 
uninsurable. Now, with the exception 


of disqualifying circumstances, they can 
undertake air service with the same safety 
for their estate as they could any land 
position. The extra rate is still essen- 
tial, though there are some sufficiently 
optimistic as to the future to believe 
that in time even that may be eliminated, 
for added training facilities and ever- 
increasing safety devices governing fly- 
ing conditions make for a degree of 
safety that is already endangering the 
prestige of the automobile as a more safe 
means of locomotion. 


Passengers Not Handicapped 


Of greater importance, however, is the 
increasing liberality of the companies 
in underwriting practice as applied to 

(CONTINUED ON PAGE 13) 
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BANKERS LIFE’S DRIVE 
SHOWS TRAINING PAYS 


NEW BUSINESS INCREASED 


Celebrate Anniversary Month by Add- 
ing Over Two MiLion to 
Total in Force 


Anniversary month for the Bankers 
Life of Nebraska was celebrated with 
a drive for a large volume of new busi- 
ness, and resulted in a trifle over $2,- 
600,000 being added to the total in force, 
President Howard S. Wilson says that 
a larger percentage of individual agents 
contributed toward the month's total 
than ever before and that a number of 
agencies made a new high mark. The 
most interesting feature of the work, 
as viewed from the executive offices, 
was that the end of the month came 
with a larger list of good prospects in 
the hands of the agents than when thev 
started. 

Nearly half of the leading producers 
for the month were men who had taken 
the home agency training school work 
since the first of the year. “This is defi- 
nite proof to the officers,” said A. B. Ol- 
son, manager of agencies, “that the prin- 
ciple of and theory of life insurance as 
well as the method of selling can be 
put over in these schools and have real 
value. The newer men are writing lar- 
ger average applications and are secur- 
ing more prompt examinations than are 
the older men in the field, as well as 
writing a greater variety of policy con- 
tracts, Two things are rather out- 
standing in checking up the results of 
the men who attended these schools. 
One is that men up to 45 are the best 
producers and have made the outstand- 
ing records, This does not make that 
age a limit on activity, but merely that 


they are more teachable and not so set 
in their ways as the older experienced 
agents. The other is that the few fail- 


ures can be traced to lack of sufficient 
or proper supervision by the district or 
general agents, who are being urged to 
be more careful in selecting the men 
they send into school and to cooperate 
better with them after they come back.” 

The first five months of the year 
for the Bankers Life of Nebraska 
added $6,500,000 in new business, which 
is exactly the mark the company of- 
ficers had set in their effort to increase 


the year’s writings by 20 percent. The 
officers hope to make the year’s new 
business put on the books exceed the 


$15,000,000 mark. New men are being 


put out into the field, after an inten- 
sive training in the home office school, 
and no real difficulty is expected in 


reaching that mark. The fourth agents’ 


school recently adjourned, Sixteen men 
from seven district agencies were on 
the list. 


Arrange Convention Speakers 


Claris Adams, general counsel for the 
American Life Convention, and Dr. S.S 
Huebner of the University of Pennsyl- 
vania, are the principal speakers for the 
annual meeting and Star Leaders’ Rally 
of the Old Line Life, according to an 
announcement from the home office. 
The meeting will be held Aug, 28-30. 
These two speakers offer one of _ the 
most attractive programs which the 
company has arranged for its agents 
and the latter are anticipating a real 
course in life insurance production, 


Harrold Goes to Head Office 


Harrold, general claim rep- 
resentative of the Pacific Mutual Life, 
who for the last 10 years has main- 
tained his headquarters in Chicago, has 
been transferred to the home office in 
Los Angeles. This will give him a 
closer contact with the home office. Mr. 
Harrold will maintain an office in Chi- 
cago but he will be at the home office 
most of the time. 


Robert R. 








REPORT OF COMPANIES ON NEW BUSINESS 
FOR FIRST SIX MONTHS OF CURRENT YEAR 








N response to the request of THe Na- 
| toxat UNDERWRITER, some of the life 

companies have sent in their reports 
on new paid for business for the first 
six months of 1928 together with the 
new business paid for in the first half 
of 1927 and the increase in amounts of 
insurance in force over the figure for 


Dec. 31, 1927. The table also shows the 
increase in force for the first six months 
of 1927. For the most part the figures 
are closely approximated, as exact fig- 
ures in the majority of cases are not 
yet available. Following are the re- 
ports, so far received, with comparisons 
tor the two years: 


Inc. Ins. Inc. Ins. 

New Bus. Pd. New Bus. Pd. in force in force 

first 6 mos. first 6 mos. first 6 mos. first 6 mos. 

in 1928 in 1927 in 1928 in 1927 

Abraham Lincoln ..........++5. $ 2,538,974 $ 2,127,806 §$ Geass ss eewavens 
American Bankers, Il.......... 2,035,713 1,946,500 432,518 $ 2,120,983 
Pe os 0 ¢eebeenee~wns cesses 15,000,000 12,387,873 lee 
Ce BOD cexveccsesenceses 1,750,000 1,450,000 ree 
COEROTTREITO EMTS ccvcccecceccs 4,251,225 3,615,740 $25,000 1,248,003 
Detroit Life Ims. Co....sccccces 9,500,000 7,450,000 6,000,000 3,500,000 
DP 2. scetenneeas cessies ae =3S—“ié«C Hh HOC 3,000,000 = cecccoes 
DP DD svescesweenacss aeons 7,650,007 5,463,757 aeaeee == whe twus 
Se EAD svccecccececseess 516,500 300,100 1) errr 
DOUG COMCTEE cccccccccece 1,126,000 1,680,000 a =3=6#p.:« Hardens 
oe DOR BOE ccccccccaceunes 2,791,000 3,105,000 1,120,000 1,611,16 
Manhattan Mut. Life .......... 430,000 351,500 ee =—=sli—“aos eben 
en ven anc wengeeea'é 162,500,000 133,497,283 98,000,000 98,951,012 
Se, WHO BAO cacenieccienes 10,411,635 348,800 ———— —=—tés KD 
SD nee cad wand Total 134,000,000 93,790,453 SL DOGCCG  — cccccces 
i i CE: ot ok a ye aw alee Gr. 73,000,000 40,380,953 34,000,000 19,033,000 
Ph Se OP venaee seacnesed 0. 61,000,000 53,409,500 17,000,000 15,760,000 
LR Serine 11,116,900 11,825,237 3,000,600 4,554,283 
New England Mut......... . 73,500,000 72,845,423 48,500,000 47,500,000 
Northwestern Mut. Life........ 187,500,000 181,153,790 112,500,000 109,500,000 
oe” eee 5,480,080 5,211,334 2,043,044 1,919,709 
I nice See une oa 1,822,930 2,758,500 ee 60 aewen es 
i... ORS UF 3,362,373 * 044,050 as 8 8=«*hene0es 
Becurety Mut. Elle ....cccccvces 2,650,000 1,886,000 730,000 218,500 
mouthoaeterm LAfe ....ccccccces 6,172,775 3,613,000 3,365,296 127,636 
Union Central Life ............ 96,400,000 92,728,875 48,700,000 49,500,000 
PT Mork ankedscn wanes 3,388,171 3,673,588 2,041,885 1,278,148 


INTERESTING PENSION 
FUND CASE IS DECIDED 


An interesting question has arisen in 
the settlement of the estate of Edmund 
D. Hulbert, formerly a prominent Chi- 
cago banker. The board of tax appeals 
ruled that a pension for the widow as 
received by the widow from the bank 
is not insurance. Contributions are 
compulsory. There was no _ contrac- 
tual obligation made by the trus- 
tees of the fund to pay the _ pen- 
sion, The only obligation arising 
from the defendant’s contribution was 
that if the pension should not be 
paid, then the total amount of the con- 
tribution with compound interest should 
be returned. 

The board ruled: 

“The petitioner as executor of Hul- 
bert’s estate had a legal right, we think, 
to demand and receive the amount of 
his contribution with interest. This 
total amounted to $5,338.20 which should 
be included as part of the gross estate 
of Hulbert: but the respondent was in 
error in including as part of the estate 
the amount of $29,956.95 as the present 
value of the pension.” The widow re- 
ceives $3,000 a year from the pension 


fund. 


Meredith Heavily Insured 


Edwin T. Meredith, head of the Mer- 
edith Publishing Company of Des 
Moines, and former United States Sec- 
retary of Agriculture, who died last 
week, was one of the most heavily in- 
sured men in Iowa. Mr. Meredith car- 
ried $320,000 life insurance. His last 
policy was taken out in 1924. 


Will Issue in Weekly Form 


The Union Central Life, which has 
been issuing its bulletin to agents 
monthly, will begin shortly the publica- 
tion of the bulletin in weekly form. 
The company is gradually expanding its 
promotion and publicity departments to 
take care of additional responsibilities 
which are being placed there. 


Anchor Life Field Supervisor 


I. C. Butler has been appointed field 
supervisor of the Anchor Life of Tulsa, 
Okla. For several years Mr. Butler held 
a similar position with the Equitable 
Life of New York. 





PHILADELPHIA ACTUARIES 
FORM NEW ORGANIZATION 


The Provident Mutual Life was host 
at its fine new home office to the actu- 
aries of Philadelphia last Friday night, 
when, at a dinner, they gathered to form 
the “Actuaries Club of Philadelphia.” 
The purpose of the club is to deepen 
the friendly feeling among Philadelphia 
companies and actuaries, and to discuss 
actuarial problems of current interest. 
Meetings will be quarterly, and the next 
is set for Sept. 28. The officers are a 
chairman, a vice-chairman and a secre- 
tary-treasurer. Charles E. West, assist- 
ant actuary of the Provident, is chair- 
man; H. Gordon Hurd, assistant actuary 
of the Fidelity Mutual Life, is vice- 
chairman; Lawrence L. Stevens, assist- 
ant actuary of the Penn Mutual Life, is 
secretary-treasurer. The club starts with 
20 members. 





CONTINENTAL EXAMINATION . 
ENDS, START INTERNATIONAL 


_ The convention examination of the 
Continental Life of St. Louis has been 
completed and the examiners for the 
various states making the check have 
moved over to the home offices of the 
International Life to conduct a similar 
examination of that company. 

The report on the Continental Life 
is now being drafted by Chairman Had- 
ley of New York, who represented Mis- 
souri in the examination, and probably 
will be ready within the next week or 
10 days. 

Because of its size it is expected that 
the examination of the International 
Life will require about twice the time 
that was devoted to checking up the 
Continental Life. 


Passes Billion-Dollar Mark 


The Connecticut General Life passed 
the billion dollar mark in insurance in 


force on July ist. The company has 
been making rapid strides in recent 
years. 


New Director of Metropolitan 


J. Horace Harding, prominent finan- 
cier of the banking house of Charles D. 
Barney & Co., has been elected a direc- 
tor of the Metropolitan Life. 








PLANS STARTED. FOR 
KENTUCKY MEETING 


TO HAVE INSURANCE DAY 


Commiss:oner Saufley Heads Movement 
to Establish a Federation for 
All to Support 


LOUISVILLE, KY., July 
Largely as a result of the efforts of 
Shelton M. Saufley, insurance commis- 
sioner of Kentucky, arrangements are 
now under way whereby Kentucky will 
have an insurance day with a meeting 
at the Kentucky State Fair Grounds in 
Louisville. 

Mr. Saufley 


discussed formation of a 
state insurance federation before the 
Kentucky Association of Insurance 
Agents the evening of June 28. The fol- 
lowing day the association went on rec- 
ord as favoring an insurance day de- 
velopment and Harry B. Wilson of 
Irvine, Ky., president of the association, 
will represent it in making arrange- 
ments. Frank M. Chandler, Chicago, 
assistant western manager of the Em- 
ployers Liability, also discussed the idea 
before the organization, detailing results 
in other states. 

On the evening of June 29 a special 
meeting, called by Mr. Saufley, was held 
attended by fire, life casualty and gen- 
eral men. At this time Mr. Saufley was 
again heard, along with John T. Hutchi- 
son, secretary of the Insurance Federa- 
tion of America; Mr. Chandler, Leo 
Thieman of the Louisville Board and 
others. 

A committee was appointed to work 
out the various details and Mr. Saufley 
was made permanent chairman of this 
committee, to work out not only insur- 
ance day, but the Insurance Federation 
idea. Mr. Thieman was appointed to 
make the necessary arrangements for 
meeting at the fair grounds. 

The general committee that has been 
named to work out the details and cre- 
ate interest in the plan is composed of 
presidents of the various local boards, 
state insurance associations, insurance 
companies, organization managers, com- 
pany managers whose companies have 
headquarters in Kentucky; general 
agents, adjusters, state insurance depart- 
ment heads and others who have the 
interest of development of the insurance 
business at heart. 


AGENT IS HELD FOR FORGERY 


Paid Premiums on Lapsed Life Policies 
and Forged False Death Claims, 
It Is Alleged 


John Burton Sadler, former agent at 
Evansville, Ind., for the Western & 
Southern Life, has been bound over to 
circuit court under $6,000 bond after 
being arraigned in city court on charges 
of forgery and embezzlement. 

Sadler’s alleged plan was to take 
policies which had lapsed through non- 
payment of premiums, pay the premiums 
himself and send in death claims on 
each. When a policy was due to lapse, 
he would secure it and at the same time 
secure the date of birth and signature 
of the beneficiary. Those he used as 
a guide in completing the proofs of loss, 
paying the premiums himself and keep- 
ing the policy in force until proof of 
death was presented the company. He 
then would complete in his own hand- 
writing the statement, including the 
forging of the claimant’s name. The 
doctors’ names he would secure from 
the telephone book and then forge them 
to the death certificate, which he drew 
up, charges against him assert. 

His activities cover a period of 14 
months and is the first of this nature 
to be uncovered on such a wholesale 
scale for some months in Indiana. It 
is charged he converted to his own use 
nearly $7,000 of claim money. 
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PROHIBITION BELIEVED 
UNDERWRITING FACTOR 


Some See Growing Importance 


Insurance-wise of Nulli- 


fication 


AFFECTS BIG BUSINESS 


Influence Chiefly in Connection With 
Large Policyholders of Newly 
Enriched Class 


NEW YORK, Prohibition, 


long a subject of bitter political contro- 


1 s 
July d= 


versy, has seemingly become an under- 
writing factor and not a few actuaries 
wi a ae — - 
and company officials are viewing the 


situation thoughtfully, if not with alarm. 


12 use of alcoholic beverages was at 


a considerable factor in the life 
and the teetotaler 


in 


mie 
insurance application, 
advantage selection. 


Was an 


Then, with the advance of prohibition, 


given 


this was apparently cast into the discard, 
and it was thought for a time that this 
was rather an unnecessary or at least 
unimportant part the questionnaire. 
Today, however, many offices report that 
the evidence points to a revival of the 
alcohol hazard, particularly in connec- 
tion with big policvholders, and there 
seems to be a growing need for caution 
in this regard. 


ot 


Nullification a Factor 
The reasons for this are numerous. 
Basic, of course, is the program of nul- 


lification of the eighteenth amendment 
which has swept the country, especially 
in the metropolitan areas. In the larger 
cities nullification has become so firmly 
established as a social principle that al- 
coholic beverages are as easily purchased 
and as freely consumed as in the pre- 
prohibition days. This may not apply 
to the industrial ranks, where many 
maintain a distinct abatement in drink- 
ing has been effected, but it is claimed as 
easily evident elsewhere. And it is in 
these portions of the population other 
than the industrial ranks that the bulk 
of the ordinary business is written. This 
means that the business other than in- 
dustrial is today exposed to even an ag- 
gravation of the old alcohol hazard, for 
the quality of that consumed today is in 
most cases vastly inferior to that avail- 
able a decade ago. 


Quality and Quantity 


Both quality and quantity appear to be 
factors, according to those apprehensive 
of this situation. Many are exposed to 
the hazard of bad liquor, but also many 
are exposed to the hazard of intemper- 
ate drinking of even the best of liquors. 
One prominent actuary believes that this 
is a decided hazard in the case of the big 
policyholders. Especially is this true o1 
the vast army of “nouveau riche” which 
bes sprung up throughout the country 
during the past 10 years of prosperity. 
He believes, from personal observation 
and the best available means of studying 
the situation, that these newly enriched 
men, heavily insured for both personal 
and business reasons, are the most prone 
to excesses in this regard. Coming into 
a position where money can be expend- 
ed without thought and also where heavy 
drinking is assumed as necessary for a 
social or business front, they frequently 
engage in this new sport to an excess 
which is dangerous to health. Booze 
junkets to Bermuda. Montreal and points 
beyond the prohibition zones are fre- 
quent and exhaustive, rather than rest- 
ful, vacation trips are usually con- 
sidered. Also, the shift of the American 
liquor appetite to whiskey and gin has 
been a factor in the aggravation of this 
situation—and this shift has been freely 
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ASSOCIATES IN ORGANIZATION WORK 
PAY TRIBUTE TO LATE ORVILLE THORP | 











work 
Stanley 


High tribute is paid to the 
late Orville Thorp by J. 





liate predecessor as president of the 
tional Association of Life Under- 
any ot the friends of Orville 

I p.” said Mr. Edwards, “close to 
nm the activities of the National As- 
sociation of Lite Underwriters, believe 


that his health was impaired by the tre- 


mendous energy and zeal he displayed | sel 
in | 


luring the year of his presidency 
21 The slogan Mr. Thorp chose for 
the association that year was ‘Coopera- 
tive Underwriting.’ He visualized life 
insurance a solvent of many of the 
country’s economic and social problems 
and as filling America’s need as no other 
single institution could do. 


as ot 


Believed in Higher Training 


“Mr. Thorp believed that life insur- 
ance men and women were or should be 
evangelists or crusaders in present- 
ing life insurance to the American peo- 
ple and that it was their task as agents 
to promote a better citizenship. Or- 
ville Thorp was a believer in the theory 
of higher training of underwriters and 
that agents and the business should 
keep abreast of new standards and new 
methods. 

“He continued to sponsor what is now 
common but was then in its pioneer 
stage—the holding of regional sales con- 
ferences by life underwriters. During 
his presidency of the National associa- 
tion he conducted a survey as to num- 
ber of agency contracts in force and 
number of agents producing various 
amounts of business. Among 127 com- 
panies surveyed there were 19,392 
agents who wrote $100,000 of business 
or over, practically the then numerical 
strength of the National association. 

“His genial personality, together with 
capacity and willingness for hard 


50 


} 


nis 


recognized by students of the American 
scene. 
Reports Insufficient 

Another factor and one of the most 
important from an underwriting stand- 
point is the great difficulty with which 
true information can be secured. Par- 
ticularly in the case of the big risks, 
even the inspection reports, practically 
the only means of ferreting out this in- 
formation, cannot often get at the truth. 
The drinking of today is more secretive 
than in the past—though in some cities 
observation might indicate the contrary 

and the investigator can seldom ap- 
proach the truth from outside contacts. 
\s for those from whom intimate infor- 
mation could be secured, there is, of 
course, little probability that more than 
the usual “moderate drinking” would be 
reported. As an example, there was a 
loss in the millionaire class not long ago 
which post-mortem examination found 
to be glaring evidence of this. On ap- 
plication, it was admitted that the policy- 
holder occasionally drank. Perhaps at 
that time it was only moderate drinking. 
But after his death it was found that 
with clock-like regularity he journeyed 
to the big city for a month, ostensibly 
on business, but actually for a month’s 
drink-fest. Had that been known, he 
certainly would not have been regarded 
as a highly desirable risk to put on the 
books for $1,000,000. The hazards of 
intoxication alone, regardless of the pos- 
sible after-effects, would be too evident 
to permit of this being regarded as a 
safe venture. This is not infrequently 
the result of the most careful investiga- 
tion, for friends and business associates 
are not prone to divulge disadvantageous 
information about anyone. More careful 
note of even minute information obtain- 
able is the only answer, and the life com- 
panies are now endeavoring to do this, 
fearful of possible tendencies, the out- 
growth of prohibition. 


f 4 
Ol 


lwards of Denver, who was his imme- 


| 
! 


| 





the admiration 
him, nor 


work, gained Mr. 1orp 
ot all who knew 
did his efforts cease with his term of ol 


and aftection 


fice as National association president. 
His continued interest in the problems 
and the progress of life underwriting 
has been evidenced by the regularity ot 
his attendance at national conferences 
ever since He was a faithful attend- 
ant at mid-year meetings of the exec- 
utive committee His advice and coun- 

1 was sought and followed on many 
occasions, 

“He was present at the mid-year 
meeting in New York last March and 


took part in the discussions of the exec- 
utive committee and the meetings of the 
trustees with his usual vigor and inter- 


est. The loss of his passing will be 
long felt not only by his personal 
friends and associates but by the lite 


insurance fraternity at large, whom he 


so faithfully served.” 


T. W. Vardell’'s Tribute 
In speaking Mr. Thorp, T., 
Vardell, president of the Southwestern 
Life, says: 
“We in 
~ the outstanding 
he life insurance 


of 


‘ the state 
t business. His accom- 
plishments during his insurance career 
tell the story of his life’s work 
ability much more eloquently 
could any of his friends. 

“He was a man of untiring energy, 
and was always willing to give freely 
of his time and ability to any of the life 
underwriters’ organizations, often to the 
extent of sacrificing personal gain. 
my opinion, } j 
superior to him as an organizer of life 
insurance salesmen. The fact that the 
men he trained not only produced busi- 
but remained with him and 


men of 


than 


ness, also 


In | 


Texas has seen few, if any, | 


W. | 


Texas recognized him as one | 
in | 


and | 


thought a great deal of him, is the great- | 


est evidence of his unusual ability and 


personality.” 


| DEPUTY COMPTROLLERS 
SUCCEED MR. STABLER | 


rhe retirement of Walter Stabler, | 





comptroller of the Metropolitan Life, re 
moves from the official ranks of that 
company one of its splendid and most 
beloved men. Mr. Stabler, who has 
been in charge of a large part of the 
investments of the Metropolitan, has 
been with the company 20 years and 
retires because of long continued illness 
His successors are the former deputy | 
comptrollers, Wm, S. Norton and Leon 
ard E. Fackner, who now have been } 
made joint comptrollers. Both are able 
young men who have faithfully studied 
and learned the business under their 
chief, Mr. Stabler. Mr. Fackner is re- 
garded by Mr. Stabler as the best posted 
man on city mortgages in the United 
States. 
White Made Fidelity President 

E. F. White, formerly assistant man- 

ager of the Aetna Life at Dallas, Tex., 


has been elected vice-president and sec- 


retary of the Fidelity Union Life of 
Dallas, Earl B. Smith, a banker of Mart, 
becomes vice-president and_ treasurer, | 
and Dr. George L. Carlisle medical | 
director. These changes were announced 
by President Carr P. Collins. The 
Fidelity Union Life is affiliated with the 
Fidelity Union Fire and the Fidelity 
Union Casualty. 


Inter-Southern Has New Rate Book 


The Inter-Southern Life has issued a 
new rate book, which was explained to 


the agents attending the company’s an- | 


nual convention in Louisville last week 
by Burton Van Dyke, actuary. There 
were 300 agents from 27 states in attend- 
ance at the meeting 


| 


MONTHLY INDUSTRIAL 
BUSINESS GRATIFYING 


Experimental Plan Firmly Estab- 
lished in This Year Is Rapidly 


Growing 


COMPLETES WORKING KIT 


Offers Policyholders All Possible Types 
of Contract at Minimum 
Cost 


NEW YORK, July 5.—Monthly pre- 
mium industrial lite insurance, the most 
to the kit 


the industrial companies, has very quick- 


recent addition complete of 


ly assumed an important position in the 


business. In force only since the first of 


1927 with the Metropolitan Life, only 
since May of this year with the Pruden- 
tial, and not yet put into effect by the 


other industrial companies, though under 


consideration, it is now going on the 
books at the rate of $3,000,000 weekly 
with the Metropolitan alone. Not only 
is it putting this vast amount of new 


business on the books, but it is leading 
to the stepping up of a great amount of 
business into the ordinary department, 
always desirable for the best interests of 
all concerned, wherever possible. 


Only One Year Old 


The extension of the monthly payment 
plan to the industrial business was first 
inaugurated by the Metropolitan Life on 
Jan. 1, 1927, the result of an intensive 
study of field conditions which have de- 
veloped in the past decade. It had been 
noticed that weekly premiums were 
growing to such an extent that many 
policyholders were paying two dollars 
weekly and more for insurance under 
the old industrial plan. It was further 


recognized that this was, in effect, an 
added burden to those carrying the 
larger policies, for the collection cost 


was no more for the two-dollar premium 
than for a five-cent premium, yet the 
loading paid was some 20 times as great. 
With the to tne monthly pay- 
ment plan the policies for $500 to 
$800, the policyholders were wranted a 
premium saving of 15 percent, thus re- 
moving this differential and putting the 
business practically on a par with the 
quarterly premium ot ordinary 
companies. 


change 


tor 


basis 


Competition a Factor 


here was also a competitive factor to 
considered, for this rate differential 
against the larger weekly policyholders 
was not passed unnoticed by competi- 
tors. Especially the smaller ordinary 
companies which drew heavily on $1,000 
policies from industrial risks were prone 
to point out the advantage accruing to 
the policyholder who would transfer his 
policy from the weekly basis to the ordi- 
nary plan. This was not impossible to 
et prior to that, of course, for the 
companies had intermediate and monthly 
ordinary policies, but the adoption of 
the monthly industrial policy definitely 
put the saving before the policyholders 


be 


me 
Irie 


and all whose insurance amounted to 
over $500 were automatically put into 
this new division. It effectively elimi- 
nated this old type of competition and 
held in the industrial ranks those who 
were once put on the books 


Pian Quickly Grew 


The plan has easily proven its worth, 
according to those in charge of its oper- 
ation Haley Fiske, president of the 
Metropolitan Life, recently told his men 
of the gratifying results of this change 
and said that the field and the insuring 
public had been quick to demonstrate its 
appreciation of the new benefits. During 

(CONTINUED ON PAGE 24) 
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Builders 


who realize the importance of their 
work ‘give prime consideration to its 
permanence. Without the ability to 
perform lasting service, the finest 
products of the human brain be- 
come useless and unprofitable. 


American Central Men, 


by the inherent principles underly- 
ing the new contracts which they 
enjoy, look upon themselves not 
merely as builders of valuable life 
insurance estates for their clients, 
but as creators of prosperity and 
lasting contentment for themselves 
and for their families. This con- 
ception, ingrained in the character 
of each American Central repre- 
sentative, makes for an organiza- 
tion conspicuous for its morale and 
exceptional in its unity of purpose. 
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SEE DECREASE IN AUTO 
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ACCIDENT RATE AHEAD 


|Some Believe Peak Is Passed and 


Situation Will Steadily 
Improve 


PROPORTIONS NOW ALARM 


Aggregate Losses Up, but Many Fac- 
ters Point to Stabilization and 
Probable Decline 


NEW YORK, July 5.—Though acci- 
dent insurance has somewhat supplanted 
the health policy as the bugbear of the 
casualty camp, there are many who be- 
lieve this to be a fear which will vanish 
with the passing of time. Persistent 
growth in the automobile accident rate 
has caused no small amount of appre- 
hension among accident and health men 
in the past vear and repeated threats of 
rate advances have been heard in recent 
months. Many, however, who endeavor 
to look beyond the immediate present, 
believe they see a return to what might 
be called normalcy. They feel that the 
turn for the worse has passed the peak 
and that an improvement should be 
shown in the future. 


Aggregate Losses Increase 


Looking at the automobile situation 
from the standpoint of aggregate losses, 
the increase has been phenomenal in 
recent years and shows no indication of 
abatement. In 1927 automobile fatalities 
were eight times those of 1911, three 
times those of 1915 and twice those of 
1917. This and the corresponding in- 
crease in the accident rate, which is 
unmeasurable, have combined to bring 
about a rapidly mounting loss ratio on 
the accident business, wholly independ- 
ent of the health clause. Nor has 1928 
opened with any indication of improve- 
ment, rather the contrary. But for a 
true measure of the automobile hazard 
this is ostensibly not representative. It 
is not the aggregate loss that measures 
the automobile hazard, but the loss as 
related to registration. On this score 
there has been a persistent improve- 
ment during the very period when the 
greatest increases were being reported 
in actual losses. From 1918 to 1926 the 
decline in auto deaths per registration 
totals steadily declined, very notably in 
some years. True, in 1927 there was a 
slight upturn, this item going back to 
the 1925 level, but still so far below the 
1918 level that it might be considered 
as almost a seasonal fluctuation. 


Cite Mileage Factor 


Some point out that even this is not 
truly representative of the situation to- 
day, for still another factor has entered 
into it which makes past and present 
figures uncorrelated even on the basis 
of registration. They suggest that the 
only true picture could be secured when 
mileage is taken into consideration—and 
this is impossible, for there is no means 
of securing such figures. When the car 
mileage per person is considered, the 
auto accident rate would doubtless show 
a tremendous annual decrease vear by 
vear. Not only are cars used year round 
today. whereas they were chiefly a 
means of summer transportation only a 
few years ago, but they are used more 


| intensively today. It is not unusual to- 


day for a car to be turned in for ex- 
change at the end of the first year, 
with 25,000 or 30,000 miles or even 
more registered. In 1918 it was prob- 
ably the exceptional case that passed 
the 6,000 mile mark in a season. Thus 
the actual death or accident rate per 
traveled mile is unquestionably decreas- 
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ing annually and now very near a mini- 
uum, unless the human element which 
causes accidents can be governed in 
some way. 

Accident Rate Higher 


From the viewpoint of the accident 
insurance underwriter, of course, this is 
not as appreciable a factor as it is for 
those studying the matter from a social 
standpoint. The accident underwriter 
has before him a rising total of claims 
paid and also an increasing loss ratio, 
practically entirely due to the automo- 
bile hazard. While the health factor, 
alarming just a few years ago, appears 
to be improving year by year now, the 
accident factor has taken a turn back- 
wards and the loss ratio has mounted 
persistently in the past few years—with 
the automobile as the recognized cause. 
Not only have the accident companies 
found this, but those writing the dis- 
ability clause on life insurance policies 
have also reported it. One company re- 
cently reported that automobile accident 
claims have increased 40 percent in the 
past five years. On the other hand, the 
accident loss ratio has only slightly 
changed in recent years, even the peak 
being not far above that reported in 
some years previous to the period when 
the automobile first began to have its 
effect on the loss ratio. In fact, some 
of the leading writers of accident busi- 
ness show a decreasing loss ratio in the 
past few years, despite the increase in 
the business as a whole and the much- 
feared disastrous tendency. 

Affected by Underwriting 


One accident underwriter has cx- 
pressed the opinion that underwriting 
policy is more of a factor than the 
accident rate of the general population, 
as was seemingly discovered in connec- 
tion with health insurance. There is not 
the same room for moral hazard as is 
true of health insurance, where malin- 
gering and fake illnesses can become 
important factors, but it is true that 
even the automobile accident can at 
times be slightly abused by a group of 
policyholders which is not as carefully 
selected as others. Thus he _ believes 
that there is room for hope that this 
wave of increased losses from motor ve- 
hicle accidents will subside under the 
stress of more close observation of the 
business, this in turn being brought 
about by the alarming increase in losses, 
Another underwriter believes that there 
is more to the factor which, in the lan- 
guage of the street, would be “Lady 
Luck” than any other factor. He points 
to the case of a company which has a 
policy particularly susceptible to the in- 
roads of the supposed increased auto 
accident rate—yet that company has had 
such a fortunate experience on that pol- 
icy that it is almost alarmed by the lack 
of claims. 

Hope for Improvement 


One company official, looking into the 
future for more hope than the present 
indicates, believes that the increasing 
loss rate has been the natural conse- 
quence of the unprecedented develop- 
ment of the automobile. Up to this year 
the registration totals have leaped up- 
wards in startling form and the mileage 
factor has also become of increasing 
importance. Now, however, he believes 
that the automobile situation is ap- 
proaching, if it has not already reached, 
complete stabilization. Even the manu- 
facturers admit that they are looking 
for their future business largely from 
replacements, the withdrawal of old 
cars from the streets promising to hold 
registrations at the present figure in the 
future. Also, there is little likelihood 
that the vear-round use of cars or the 
use intensively on the road can be fur- 
ther increased—some even expressing 
the belief that there may be a decrease 
in this item in the future due to the 
present congestion of the roads making 
travel unpleasant to many. Granted that 
this is true and that humans are not 
deliberately increasing their belligerent 
use of the automobile as a deadly 
weapon, it would be true that a stabil- 
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ized, if not decreased loss ratio, can 

expected in the future. As a matter of 
fact, if the past 10 years have shown the 
public rapidly improving in its driving 
ability, to the extent that both registra- 
tion and mileage accident rates have 
been drastically improved, then there is 
no reason why this improvement should 
suddenly cease. Thus a marked im- 
provement may be encountered by acci- 


dent underwriters in the future. This 
hope was lurking in the mind of an- 
other underwriter who expressed the 


opinion that higher rates are needed on 
the basis of present experience—though 
he believed it unwise to make such a 
change on this basis. 


HATHAWAY MADE PRESIDENT 


Los Angeles Association Elects Mutua! 
Life of N. Y. Manager 
to the Helm 





At the annual election of the Life 
Underwriters Association of Los An- 
geles, Fred C. Hathaway, manager of 

southern California agency of the 
Mutual Life of New York, was elected 
president for the ensuing year. The 
other officers elected were: Wilmer M. 
Hammond, Aetna Life, first vice pres- 
ident; Guy Gilbert, Lincoln National 
Life, second vice-president: Roy H. 
Sheldon, Equitable Life of Iowa, treas 
urer. Five vacancies on the board of 
directors were filled by the election of 
Kellogg Van Winkle, retiring president, 
Equitable Life of New York; Robert F. 


Freeman, Pacific Mutual Life: John 
Mage, Northwestern Mutual Lif 4 
Houghton Metcalf, Travelers, and L. 


Appleman, of the Massachusetts Fae 
Life. Holdovers on the board are Har- 
old D. Leslie, Northwestern National 
Life: John H. Russell, Pacific Mutual, 
and Samuel McCurdy. 


Work of Vear Reviewed 


In responding to the announcement 
of his election as president, Mr. Hath- 
away brought attention particularly to 
the valuable work undertaken by the 
National association in protecting the 
interests of life underwriters represent- 
ing companies operating under the New 
York laws, and also to the importance of 
the local organization becoming more 
active as an instrument for effectively 
helping in the conservation of business. 
In his remarks Mr. Hathaway pointed 
out the heavy lapsed 
through the money of policyholders be- 
ing diverted to the purchase of wildcat 
speculations, as well as policies sur- 
rendered to obtain the cash value to in- 
vest in such questionable enterprises 
Also, mention was made of the 
for greater educational facilities for the 
benefit of new men entering the profes- 
sion and the establishment of a schoo! 
of instruction, correspondence or other- 
wise, by the association was suggested 
He gave hearty approv al to the re- 
cently proposed plan of engaging in a 
publicity campaign through advertising 


loss of 


in daily newspapers for the purpose of | 





creating confidence in the minds of th 
people. 
Subject to Supervision | 
The California attorney-general has | 


issued a ruling to the effect that funeral 
directors who are 
cates on the installment plan are 
ject to supervision of the latter depart- 
ment. The opinion is the result of the 
activities of a Los Angeles funeral 
director who has been selling funerals 
and burial plots on the monthly payment 
plan, issuing certificates guaranteeing to 
attend to the last rites for the certificate 
holder and keep their last resting place 
@ perpetual care. 


sub- 


Home Life’s Gain 
first half of 1928 the Home Life 
of New York continued its rapid 
growth, the statement as of June 30 
showing an increase of 33 1-3 percent 
over the same period of last year. 


The 
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© MORTALITY RATIO IS 
HIGHER THIS YEAR 


Diseases of Respiratory System 
Have Been More 


Prevalent 


AUTOMOBILE IS FACTOR 


Difference of Opinion Is Found Among 
Medical Authorities as to Effect 
of Liquor 


Life companies find that their mor- 


tality this 
considerably 


vear for the most part is 
higher than last year. The 
government mortality figures reflect this 
general mortality of 
The life 
adults, 


increase in the 


adults and children. companies 


are largely dealing with Che 


mortality curve for 1928 displays an un- 


mistakable upward trend. Last year 


the mortality wes very favorable. 


There are differences of opinion as 
to the showing this year. Many medi 
cal directors and authorities feel that 


the upward turn is due to an acute sit- 


uation rather than reflecting any gen- 
eral trend. The early part of the year 
saw an increase in diseases of the re- 
spiratory system. Influenza, pneumonia, 


and the like have been se- 


prevalent. 


bronchitis 


vere and more 


Influenza Is Insidious 


| Undoubtedly the influenza germ is 
lone of the most insidious that has at- 
tacked human beings in recent years. 


Seemingly it plays havoc with the weak- 





business | 


need | 


selling burial certifi- | 


est link in the chain of the human be- 


| inet \ man may be in splendid shape 
| shysicalls with one exception. In- 

| fluenza seeks out the weak spot and 
| very frequently the chain breaks. It is 


| found for example that people with even 


a moderate heart affliction succumb in 
case of an influenza attack. Influenza, | 
| pneumonia and kindred ailments have 
| been very prevalent this year and un- 
| doubtedly account for a good deal of 
| the increased mortality. The automo- 
| bile continues to be a tremendous fac- 
| tor in mortality figures. Automobile 
accidents bring many deaths. The 
| death ratio is increasing in a number 
lof large cities. That must be consid- 
ered, 
Effect of Obesity 
medical director feels that obesity 


with the urban classes is re- 
toll because a person over- 
carrying liability and is call- 
heart to do extra 
overweight may be 
exercise, the 


especially 

quiring its 
weight is 

ing on his 
Abdominal 
lack of sufficient 
prevalent use of automobiles and 
| ing too closely to sedentary life. 
that overeat and overdrink in this medi- 
cal director’s opinion are simply stor- 
ing up danger. 


| 
| 
| One 
| 
} 


more 
stick- 


Those 


Is Drink a Factor? 

Another medical director makes an 
interesting observation. He calls atten- 
tion to the fact that the prohibition act 
has now been in force sufficiently long 
so that the effect of drinking more hard 
liquor on part of the so-called business 
man can be studied. He feels that the 
greater tendency to drink among the so- 
called middle and upper classes is hav- 


ing its effect on the human system in 
that a man who is termed a regular 
drinker, has his powers of resistance 


considerably lessened. He believes that 
while the present higher mortality can 
not be attributed to hard liquor itself, 
yet he feels that owing to a man’s bod- 
ily powers being more or less affected 
| he is not able to overcome infections 
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66 LANG! Clang! Clang!” rang the bell in 
the old town-hall and at once the whole 
countryside was alert. The bell meant 
danger—usually FIRE! 
“Bang! Bang! Bang!" goes the pain in your 
head—and it, also, is a warning of danger, per 


haps grave danger, somewhere in your body. 


Headaches are usually symptoms of unhealthy 
conditions, perhaps in some totally unsuspected 
part of the body. There is almost no physical 
ailment which does not at some manifest 
itself in headache. That pain, it time, 
may be counted a blessing. 


stage 
heeded in 


Fortunately the causes of the vast majority of 
headaches — indigestion, eyestrain, sinus, and 
teeth infections and wrong posture—can be lo 
cated promptly. But some of the obscure causes 
if headache can be found only by patient, skilful 
search. The trouble may from a cause so 
remote from the head as a bone out of place in the 
foot or a toxic condition from a diseased gall- 
bladder. 


come 


It is risky to attempt to diagnose your own 
headache. You may guess wrong and waste 
precious time prescribing for an imagined ail- 
ment while the real trouble grows steadily worse. 
Give vour doctor a chance to find the 
vour headache. 


cause of 


A. booklet 


headache may 


giving helpful information about 
be obtained free on request to 

Booklet Department, Metropolitan Life Insur- 

ance Company, 1 Madison Avenue, New York 

City. Ask for booklet 7, NU 8. 

HALEY 


FISKE, President. 


METROPOLITAN LIFE 


INSURANCE COMPANY 


NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insur- 


ance in Force, More New Insurance Each Year 
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A paramount contract with pro- 
gressive Company for aggressive 
and capable men. Policies cover 
full range of life. Complete 
Home Office cooperation. 


American National 
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| onl other attacks as he otherwise 
would. 


|} amount of new business has been writ- 
| ten and the mortality has been exceed- 
| ingly favorable. This accounts very 
largely for the profits that have been 
earned and the increased policy pre- 
mium refunds that have been made by 
|} mutual companies. The great influx of 
| new risks has tempered the storm and 


| 


| it otherwise would be. 
The medical director of a fast grow- 


| last eight months. He referred to agents 
not selecting their business as carefully 
| as they had in the past. He states that 
|} insurance is harder to write. Agents 
| are beating the brush for applications. 
| They are therefore reaching out into 
the substandard class and endeavoring 


| should be written. The better class of 
| risks is not so easy to get. Therefore, 


| course. 


Lewis With the International 

William M. Lewis of Kansas City, 
Mo., has been appointed assistant man- 
ager of the group department of the In- 
ternational Life. For the past three 
years he has been with the Aetna Life 
in Kansas City in the group division. 

The International Life at present is 
| featuring its association group policy 
| which gives group protection to associa- 
tions of individuals engaged in the same 
line of business, but not all working for 
a common employer. The company also 
writes the standard forms of group cov- 
erage, 


A VACANT mind trying to manage an 
after-dinner speech makes about as pleas- 
ant a noise as does an empty truck rat- 











tling over a stone pavement. 


During the last few years a large | 


| ing company states that there is one | 
| feature that he has noticed during the | 


to convince their companies that they | 


| the agents in order to maintain their | 
| position are getting out of the regular | 
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ST. LOUIS COMPANIES 
| PLAN CONSOLIDATION 


| UNIVERSAL LIFE IN THE DEAL 


Mississippi Valley Life Will Take Over 
Company’s Outstanding Insurance 
Liabilities 


and Assume 


| kept the mortality ratio far below what | 


ST. LOUIS, July 5—On July 30 
stockholders of the Universal Lite ot 
St. Louis will vote on a proposal to 
merge with the Mississippi Valley Life. 
The consolidation will give the Missis- 
| sippi Valley Lite approximately $18,000,- 
000 of insurance in force, as the Uni- 
versal Life now has $2,300,000 on its 
books. 

The Universal Life, founded late in 
1925, is capitalized for $120,000 and is 
writing business in Missouri and Illinois. 
Under the terms of the proposed con- 
solidation the Mississippi Valley Life 
will take over all the outstanding insur- 
ance of the Universal Life and assume 
all liabilities as shown by a recent ex- 
amination by the Missouri insurance 
department and such additional liabili- 
ties as sworn to by the officers of the 
company. 

For their stock the Universal Life 
stockholders will receive three shares of 
the preferred stock of the North Amer- 
ican Company of St. Louis for each 
share of Universal Life stock held. The 
North American Company now owns 94 
percent of the stock of the Mississippi 
Valley Life. The North American stock 
has been paying semi-annual dividends 
of 8 percent or 16 percent a year. 

The reinsurance contract is subject to 
the approval of the Missouri and IIli- 
nois insurance departments. 


Tue fellow who does not credit him- 
self with knowing it all, is the man 
every employer is looking for. 











ACHIEVEMENT 


As a Temple of Service to its members 
ACACIA dedicates the first unit of its | 
magnificent new Home Office Building. 
Built within the very shadow of the Nation's 
Capitol, it is the club home of its policy- 
holders as well as the workshop of its hun- 








Founded 1869 


ACACIA MUTUAL LIFE ASSOCIATION 


WASHINGTON, D. C 


WILLIAM MONTGOMERY, President 


dreds of employes. 


Unique in organization, and remarkable in 
the record it has made, ACACIA continues 
to be increasingly great and useful. Its new 
home will stand as a monument to the high 
hopes of its founders and to the hundreds 
of thousands who continue to perpetuate 
its work through their creative partnership. 
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INTERNATIONAL LIFE OFFICIALS FIND | 


NON-MEDICAL BUSINESS SATISFACTORY 


the International Life of St. 
Louis, has made public the company’s 
experience with the issuance of policies 
on nonmedical applications in che past 
eight months. 

The company’s experience has been 
exceptienally favorable. It began 
issue of nonmedical insurance in Octo- 
ber, 1927, in a limited way and has grad 
ually increased its usage. This form of 
writing insurance has become popular 
with the agents of the company, as they 
have received most favorable ex; erience 
from the home office on their 
nonmedical business. company has 
received a total of 7,416 applications ag- 
gregating $10,184,321 of insurance in the 
past eight months. The underwriting 
committee has found its experience with 


the 


service 


The 


the nonmedical applications to be ex- 
tremely satisfactory and they look with 


great favor on this class of business 
Discussing the nonmedical form of 
business, W. J. Hampton, vice-president 
and chairman of the company's under- 
writing committee, stated that similar 
rules apply to the underwriting of non 
medical as on examined business. 


“One of the features of our expe- 
rience,” Mr. Hampton said, “is the fact 
that while the company reserves the 


right to require a medical examination 
on any case or reject the application i 
has beeen necessary for us to reques 
medical examination in but few cases, 
in fact our records show that we have 
not had to ask for these examinations 
in more than about 2% of all the cases 
received. Our rejections have 
about normal as compared with exam- 
ined business. 

‘We believe the nonmedical applica- 
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+ 
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Detroit Life Sends 


‘Sample Work Sheet 
for the Agents 


oo SIDENT M. E. O’Brien of the 
Detroit Life sends out a simple 
lank sheet entitled “Analysis of your 
Estate after Death.” This was gotten 
up by one of the Detroit Life agents 
and has served him well in securing 
business. It is as follows: 

Income from Estate 
ain... STEUELCCTTCT TTT Te None 
PE: ~~ ct tat creer Chebenawaweds, S00eea 
DES ccnsetundateen'eeeeenen 
DO cncescesaceneaseneeosess s800882 
Rovalties Sw SSC SOSHHECCOOSSES 6984688 
Cee BROOEEO 6 cscccwesncesseeces ee 
PEGE occasenevuseecenes ses None 

Semi-total aa ener a peaues 
Deficit to be made up by gfuaran- 

Coe DTD WE ce cccewsesse§ Kuvees 
GPRM «BORRE sc ccnccceseneneséin essence 
Expense of Dependents 
DEE, ccc Lecce rawesaeer aves feebod 
Clothing on Seer Tee Tey eT ae ee 
Rents OF MOUSE WHMCEP.«cccccecs seccss 

Educatien of children.. 

BEOGICR? MECOMTION cc cccccasccesee eevee 
PE ccactveseaaceeseteans ae00000 
Christmas for loved OneS.....22+ cecoce 
DE cat nae cheese ehnteceg sae. cakes 
BEGUCMRO BMSCTORE cccccccvessese sever 

SEO DOGEE ceacecccseécuvenvsse e8 508s 

*This income stops after death 

Does the income balance with the ex- 
penses? 

In addition to providing for the above 
fixed expenses you will need a clean up 
policy to take care of current bill and 
extra expenses, 

Price on Western Trip 
Julian Price of Greensboro, N. C., 


president of the Jefferson Standard Life. 


was in Denver last week, accompanied 
by E. C. Klingman, chief underwriter of 
the company. They are making an in- 
spection of their western offices. While 


in Denver they were the guests of Ray 
> 3 local manager. 


Peters, 


F. GRANTGES, first vice-pres- | tion has been the means of increasing 
ident and general manager of in | 
5 | 


| 
= ] 
our production due to the fact that in 
certain localities it is almost impossible 
for any agent to complete his business | 
by having examinations and in } 
these remote localities the 
often unable to complete his papers by 
having the applicant examined and the 
business in the past has been lost. 

“We also have found that this form 
of insurance greatly expedites the issu- 
ance of policies and enables us to get 
the policy in the hands of gent 
for delivery much quicker than on exam- 
ined business. Aside from the extremely 


made 


agent is very 


the a 


large volume of business that the non- | 
medical application is bringing to our 
company it is also very desirable be- 
cause of the very satisfactory low mor- | 


tality experience we have had during the 
past eight months. 


“IT believe the time will soon come | 
when more companies will inaugurate 
the use of the nonmedical application 


than at this time. It is very gratifying 

to me that up to the present time it has 

not found to cancel the 

nonmedical privilege of any agent. This 

indicates to us that our agents, as a 

whole, take very kindly to the privilege 

extended them and realize that it greatly 

helps them to increase their production 

and therefore they are very careful in | 
the use of the nonmedical. 

“An example of the rapid growth ot 
the nonmedical business with the In- 
ternational Life is offered by the 
that during May when the total produc- 
tion written was $16,190,061 which was 
the largest month in the company’s his- 
tory, $3,358,500 or approximately 20 per 
cent of the whole was repre- 
sented by nonmedical applications.” 


necessary 


been 


tact 


business 


How a Life Agent 
Says Goodbye to a 

Hardboiled Prospect 

ARRY C. McNAMER, r ti 


H agents of the Equitable 


New York in Chicago, kept a 
a long time ] 


one of the | 
Life ot 

book for 

in which he figured out that 
every time he 
meant $6 in his pocket 
aged $6 each. He 
book but he regarded it as a good 
because got im in way ¢ 
svstematically and thi 


calls on a prospect it 


His calls 


own away 


avecr- 
has thr the 
prac- 


tice it the 
working 
consecutivel) He kne 
Mr. McNamer 
always keeps his sense of humor 
and alert because it comes into 
now and then. Every once in 

he gets a hard-boiled prospect and cat 
not get anywhere with him. When he 
" the man is impossible he sh 
hands with him, tells him he is mightv 
clad to have met him, hopes that he w 


# 
nKINnL 
w just what he 


Savs tnat a 


was doing 


1 
play 


while 


1 
ikes | 


have continued success and then ex 
presses his gratitude for giving him : 
few moments because he has made #$ 


during the interview. A man at once is | 
curious to know what it is 
Mr. McNamer usually leaves him in a | 
state of doubt. Sometimess the interview | 
is reopened of this clever get- | 
away. 


Pb) } ‘ 
ali abou 


because 


Western & Southern News 


The field leaders of the Western 
Southern Life in ordinary and indust l | 
combined for the first half of 1928 are: | 
Superintendent D. Tow, Pontiac, Mich.: | 
Assistant Superintendent C. G. C nnis- | 
traci, Chicago West; and Agent W H. | 
Hufford, Huntington, W. Va 

The regular annual meeting of € 
ter I of the Western & Southern Leg 
composed of almost one hundred 5-30 
year service men in the greater Cincin- | 
nati districts, will be held July 12. New | 
officers will be elected to succeed the |} 


George Burns, 
vice-president, 


Secretary. 


following president: 1} 
I) Troxel, 
OConnors, 


and Char 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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| Only 33% Term 
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In 1927 Nylic Agents placed over $927,- 
000,000 of New Insurance, distributed by 
policies as follows: 
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308,315 







Total .. 


FY | Whole, and Limited Number Amount | Ne 
5 | Payment, Life 255,226 $791,308,900 | "e 
° Endowments. 48,182 104,881,500 | i: 
EB Term. . 4,907 31,277,600 | i: 
: $927,468,000 

| 
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Term Insurance was only about 314% 
of the Total 











Most underwriters agree that, in general, 
life and endowment policies are best for 
policy-holders. 





Nylic rules and training strengthen Nylic 
Agents for meeting “sales resistance.” 
Consequently they do not use Term In- 
surance as an easy answer to “I can’t af- 
ford it.” 
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“Is it any wonder that, measured by 
usual standards, Nylic agents are 


industrious, persistent, satisfied 
and happy?” 
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New Home office Building 
now being erected on the site I 
of the famous old Madison | 
Square Garden | 
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YORK LIFE INSURANCE COMPANY | 
DARWIN P. KINGSLEY, President 


346 BROADWAY, NEW YORK 










Ney, 
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KARSCH 


The Samuel 


AGENCY 


Karsch agency of the 
Equitable Life of New York, located at 
570 Seventh avenue, New York, has 
found its business so greatly increased 
this year that more space was neces- 
sary and has doubled it. The agency 
new occupies an entire floor in the build- 
ing, instead of the half formerly occu- 
pied, 


EXPANDS 


ISSL~LE 


No, 11 in the series of brochures on 
business organization has been sent out 


NEW BROCHURE 


by the Policyvholders Service Bureau of 
the Metropolitan Life. This deals 
with the functions of a sales manager. 


This bureau, under the direction of Vice- 
president James L. Madden, is extend- 
ing to its business clients—and all inter- 
ested—this series of studies based on an 
intensive study of the methods in use 
by the leading corporations of America. 
In this study of the sales manager's 
functions, the methods of the National 
Cash Register Company, Willys-Over- 
land, Procter & Gamble, Elliott-Fisher 


AS SEEN FROM NEW YORK 


By C. C, NASH, JR 





and many other well known organiza- 
tions which have developed a high de- 
gree of efficiency are reviewed briefly. 
Charts of office organization of many 
types of sales departments are 
It adds to the already complete file of 
booklets on the duties and functions of 
the various department heads of a well 
managed business concern. 


ADD BIG MEN 


Recent lists of agency additions, pub- 
lished by New York City managers, 
show a new tendency in the business, 
apparently the actual result of long 
preparation for agency efficiency meth- 
ods. For several years agency officers 
have endeavored to impress their men 
with the importance of adding to their 
staffs from the best in the field. The 
agency leaders have always endeavored 
strenuously to do this and have always 
made some very attractive additions to 
their organizations. But in recent 
months the great number of prominent 
business executives from other branches 
of business who have transferred their 


NATIONAL 


given. | 
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| affection to the life business indicates | Mr. Timson will remain with the com- 


| 
| 
| that the agencies are now earnestly at 
| work on agency building from this effi- 
| ciency basis. Sales managers from pub- 
| lic utilities, industrial corporations and 
banking institutions, owners and officials 
of manufacturing and commercial con- 
cerns, research managers and the like 
| are coming to the business, not because 
| they have failed in their first field, but 
| because they have succeeded there and 
now seek larger fields. 
*x* * * 
| EXPAND AGENCY SPACE 


Robbins & Simons, New York gen- 
eral agents for the Home Life of New 
York, have taken on more floor space 
to facilitate the expansion of their busi- 
ness, now occupying the entire seventh 
floor front of the company’s home office 
building on Broadway. The agency 
keeping consistently at about 30 percent 
ahead of last year’s business, the present 
pace being at the rate of $6,000,000 for 
the year. 


is 


* * x* 
BEEBE JOINS MUTUAL 


Dwight S. Beebe, manager of the bond 
department of the Prudential, has re- 
signed effective Aug. 1, at which time 
he will become second vice-president and 
financial manager of the Mutual Life of 
New York, to succeed James Timson, 





who is resigning because of ill health. 








ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 











We want a 





cooperation 








Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 


IS THIS YOUR 
OPPORTUNITY 


as a personal producer and who is 
also an ORGANIZER, to become 


GENERAL AGENT for 
ARKANSAS 


For the man who can qualify and 
who can produce results, we have 
an UNUSUAL proposition. He 
will have every possible home office 


lished company, now operating in 
14 states and with $141,000,000 in- 
surance in force. 


For details of this real opportunity 
write William Koch, Vice President 
and Field Manager. 


man who has a record 


from this well estab- .- 




















pany until Oct. 1. Mr. Beebe is one of 
the younger executives, entering busi- 
ness in 1914, upon graduation from Yale. 
His first activities were with the public 
utilities, but after service in France dur- 
ing the war as a captain he became coz- 
nected with the trust department of the 
3ankers Trust Company. He has been 
a member of the Prudential’s bond de- 
partment since 1922, 
ok IK * 
TWO SUPERVISORS NAMED 


James P. Graham, Jr., Brooklyn gen- 
eral agent for the Aetna Life, has ap- 
pointed two supervisors to handle the 
development work in his office. Louis 
F. Weigel becomes supervisor in charge 
of full time agency development and 
Walter T. Lynch, for several years with 
the Aetna, both in the home office and 
the field, is in charge of the brokerage 
department. 

* ox 


BIOCHEMICAL LABORATORY 


HEADS 

Dr. Norman R. Blatherwick has been 
appointed director of the biochem‘al 
laboratory, of the Metropolitan Life. Dr. 
Blatherwick has had long training and 
experience in biological chemistry, and 
his work has included important studies 
relating to nephritis and to various 
phases of sugar metabolism. In the lat- 
ter connection, he has made several valu- 
able contributions relating to the action 
of insulin and of the German synthetic 
product, synthalin. Dr. Blatherwick 
graduated from Grinnell College in 1909, 
taking graduate work in biological chem- 
istry at the University of Illinois and 
Yale and receiving the degree of Ph. D. 
from the latter in 1914. After some hos- 
pital work, he joined the bureau of ani- 
mal industry of the United States De- 
partment of Agriculture as physiological 
chemist. Except for service in the. army 


| during the war, he remained with this 


| department until 


1920, to become bio- 


, chemist at the Potter Metabolistic Clinic 


Barbara, Cal., where he is at 
He will assume his new duties 


at Santa 
present. 


| with the Metropolitan on Sept. 1. 


| where he saw his son comfortably set- 








* * * 
WUERTH STARTS NEW WORK 


Gustav Wuerth, president of the New 
York Association of Life Underwriters, 
was absent from his office last week, 
taking a brief trip to the north woods, 

¢ 
tled for a season’s camping. Mr. Wuerth 
is actively at work on his new duties as 
president of the association and, with 
the other officers, is not permitting the 
advance of summer to interfere with 
plans for the coming season. Many con- 
ferences have already been held, 
the election in the middle of June, and 
a complete slate of the organization will 
be forthcoming shortly. 
*x* * x 
IS EXPANDING 


since 


AGENCY 
Several new agents have been ap- 
pointed by the New England Mutual 
Life in New York and the agency is 
organizing for a campaign for new busi- 
ness. Edward W. Allen, associate gen- 
eral agent with H. Arthur Schmidt, an- 
nounced the appointment of eight new 
men, all full time solicitors and well 
grounded for the business. 

xk «x x 

INVESTMENT TREND SHOWN 


Current investments of life companies 
are being shown weekly by the New 
York “Evening Post,” compilation of 
the activities of companies writing over 
two-thirds of the business of the coun- 
try being made by George A. Miller 
insurance editor of that paper. The 
reports have been made for three weeks 
and in these three weeks indicate two 
things, that there is a definite shift from 
past averages in the types of invest- 
ments favored and that the companies 
are even now taking advantage of the 
recent liberalization of the New York 
investment laws, going into the field 
of stocks and debentures to a marked 
extent. As for the first, it is evident 
that at the present time, monies are go- 
ing into the farm mortgage field some- 
what more sparingly than has been true 
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THE PROGRESSIVE TREND 


as shown by “Sales Aids” available for Field Representatives now 


‘The Minnesota Mutual Life Insurance Company 








Agent 


For The | 


| 








For The 
Agent 








For The 
Agent 








For 
General 
Agents 











An exceptionally complete and up-to-date Rate Book. 


A wide variety of Policy Contracts to fit every need. 


A Sales Manual of “Working Plans” on Salary Continuance— 
Educational Plans—Retirement Income Bond—etc. 


The most definite aids for selection, education, training and super- 
vision of any Company in the United States. 





The M 


If you are interested in a General Agency 


SAINT PAUL, MINNESOTA 
We May Have an Opening Where You Want It. 


innesota Mutual Life Insurance Company 











Pan-American Life Review 


Published Every Month in the Interest of the 
Field Organization of the 


PAN-AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 





E. G. SIMMONS, Vice President and General Manager 
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St. Louis-Spring field-Chicago 


Hoffmann, Son and Company are com- 
ing more and more to the fore all the 
time. Mr. Corey and I spent a couple 
of days in St. Louis last month and 
were very much impressed with the way 
in which the agency was progressing 
Hugh Walsh, who has for the past tew 
months been Manager of the Life Insur- 
ance Department of the Agency, has taken 
hold of things in a fine manner. With 
his enthusiasm, energy and ability plus 
the cooperation and encouragement cf Mr 
Hoffmann and Briggs, there is little doubt 
that before long Hoffmann, Son and Com- 
pany will be one of our foremost agencies. 
We held a little agency meeting our first 
day in St. Louis at which were present 
about twenty-five representatives. Mr. 
Walsh made a fine talk in which he pointed 
out the golden opportunity which the Life 
Insurance profession offers those engaged 
in it. Then Mr. Corey made one of his 
usual splendid addresses and I followed 
with a short talk about our Sure-Way 
Protection and Non-Cancellable Income 
policies. Mr. Briggs Hoffmann closed the 
meeting with a few apt remarks in which 
he pledged his loyal support to the Life 
Insurance Department. 


I was talking to an official of one of 
Springfield's Life Insurance companies 
last month when Mr. Corey and I were 
there visiting General Agent R. F. Butts 
and among other things this gentleman re- 
marked: “Freeman Butts is one of the 
hardest working and one of the best Life 
Insurance men I have ever seen!” And 
every word of that complimentary state- 
ment is true. Mr. Butts has not been in 
very good health for the past few months 
In fact, for sometime he has been threat- 
ened with a nervous breakdown but never- 
theless he gets out and sees from fifteen 
to twenty Life or Accident and Health 


prospects every day regardless of how he 
is feeling. And his production speaks for 
itself! It's always a genuine pleasure for 
Mr. Corey and me to visit Springfield and 
talk things over with Mr. and Mrs. Butts 
and their son and daughter-in-law Bob 
and Henrietta. The whole family is just 
the salt of the earth! 


When Mr. Corey and I arrived in Chi- 
cago, Mr. Beard greeted us with the casual 
remark that he had just closed $200,000 ot 
personal business the week before. That's 
the kind of a Life Insurance man Bob 
Beard is! Incidentally, he has made some 
mighty elaborate plans for the balance ot 
the year and unless we miss our guess 
pretty badly, there are going to be 
mighty few months in which the Chicago 
office isn't listed in the Review as one ot 
the five leading agencies. Of course, we 
saw that Prince of Good Fellows, Jack 
Miller, and our good friends George Fetty, 
Earl Beattie, Mr. Russell, Mr. Abramson 
and all the other old standbys. Mr. Beard 
has added several new men to his agency 
force, all of whom give promise of doing 
some mighty fine work. For instance, 
there is a young fellow named James L 
Stuart who is one of the best informed 
Accident and Health men I have ever met 
Jim told me that we could count upon 
some real Accident and Health business 
from him from now on —T. M. S. 





“Men Show Your Stuff’ Contest 


The Wallace, Phillips and Wolfe Agency 
of Montgomery are staging a “Men Show 
Your Stuff’ Contest. The contest started 
Tune 4th and will last through July 31st 
Business must be paid for not later than 
September 25th to count. The following 
program of events and prizes is self-ex- 
planatory. 


PAN-AMERICAN LIFE REVIEW 





EVENT 
100-Yard Dash 


First salesman to 
mroduce a total of 
$10.000 of completed 
business 

120-Yard Hurdles 
First man to produce 
3 $5,090 completed 
applications 

Pole Vault 
Mar writing com- 
pleted application 
showing highest pre- 
mium 

Shot Put 
Man writing the lar- 
gest number of com- 
pleted anplicttions 

220-Yard Dash 
First man to pro- 
duce $70.090 of com- 
pleted business 


Mile Run 


Man having ! 


satecst 


velume of completed 
business written in 
June 


Two-Mile Run 


Man having largest 
volume of completed 
business written dur- 
ing June and July 
Discus 

To the man credited 
with the greatest 
number of $10,000 
completed apps 


PRIZE 


A Leather Case 
for carrying 
valuable papers. 


Two pairs of silk 
hose for each 
application 


Four-pocket Lea- 
ther Portfolio 


Fountain Pen with 


name embossed 

in gold 

Finest Purse we 
can buy 


Fire Traveling 
ag 


A Gladstone 
Traveling Bag 


A Manhattan Shirt 
for every Ap- 
plication 


A contest of this kind gives every agent 
a chance to be a winner, and should prove 
to be a lively and snappy one 





Meeting and Luncheon 


In Cleveland 


While visiting the Arthur Fisher Com- 
pany in Cleveland, Ohio, on his recent 
agency trip in the North, Mr. D 


Corey, vice-President 


and Superintendent 


of Agents, held a meeting on Tuesday, 


May 29 at 10:30 


All of the regular 


agents of the Arthur Fisher Company and 
quite a number of other men who fre 
interested in securing a connection with 
this agency were in attendance Mr 
Corey delivered one of his inspiring and 
instructive talks 

The meeting adjourned for a noon-day 
luncheon at 12:30 at the Cleveland Hotel, 
at which all attending had a most enjoy- 
able time The guests were: Miss Bess 
Barnet and Mrs. Mae E. Runt and Messrs 
C. D. Corey, Arthur Fisher, President; 


O. H. Miller, Secretary and Treasurer; 
Wm Barkacs, Joseph Lang, W Cc 
Heym, S. LoRe, E. C. Martin, Frank 
Grady, Joseph Grady, Ted Hale, Russell 
Schultz, E Henry, R. A. Warren, 


Paul Marusich, A. M. Herrmann, H. H 
Koonce and Eaton 
The afternoon was devoted to sales talks 
and a question box was conducted by Mr 
Corey that brought out many very ‘nter- 
esting points The Arthur Fisher Com- 
pany says that they are sure the effect of 
Corey's visit will be reflected on their 
future production 





Cleveland Agency Contest 

The Cleveland Agency staged an inter- 
esting contest during the month of May 
First and second prizes were offered to 
the winners. The results were based on a 
peint system, one point for each ten dol- 
lars ($10.00) of premium income of ex- 


amined business The agents furnished 
the office with a list of names of business 
and professional men which were circular- 


ized by the Home Office and which en- 
abled the agents to write a fine grade of 
business and larger policies 





Pan-American Service 

Educational Course 

Sales Planning Department 

Unexcelled Life Policies 

Child's Educational Endowment 

Combination Life, Accident and Health 
Policy 

Substandard Insurance for Under-Aver- 
ag: Lives 

Greup Insurance 

All forms of Accident and Health In- 
surance 

We have a few general agency openings 
for men who measure up to Pan-American 
ideals For information write to 

E. G. SIMMONS, 
Vice President and General Manager 


THIS IS A MINIATURE COPY OF THE REGULAR PAN-AMERICAN REVTEW. 
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the Past, with city mortgages show- Exchange, This fund is Patterned after | With a good Possibility of also Stepping | as told by some of the humorous . 
uf a gain over even the past high fig- | the one in use jn Rochester, and that in } into the millionaire ranks, It is the Story of a “coal bin insuranc 
ures, his latter Sroup now attracts | turn follows the Plan adopted in Chi- ; * x x» Office.” Allen 7 urner operated the 
the bulk of the company funds, very | cago five years ago. The three agree- | LANDAL AGENCY Grows “Guardian Beneficial Association.” 
nearly half of the money invested jn | ments combined bring 70,000 clothing | though instead of a palatial office he 


the past fey weeks having been in this workers under the unemployment insur. The Landau agency of the Guardian 
single Classification, Railroad securities | ance system. As in the case of the other | Life of New York in New York, under 
and publie utility shares have also plans already in force, the New York Manager Leo D. Landau, js forging 
grown in popularity, Nearly 7 Percent | plan will not make payments during the | ahead and is now firmly entrenched jn 
of the total went into Stocks and a con- | first vear, retaining the collections, | second Place in the company’s field. 


Operated in the coal bin in the cella 
Instead of the Customary minute rec- 
erds which most Offices keep for the 
amusement of insurance departments. 
he simplified matters greatly by aholich. 

















iderable amount into debentures, Mr. amounting to 1.5 Percent of wage pay- | The agency has shown a gain of 50 ing all records His was a mind t 
Miller pointed out in a recent listing | ments, for the cr¢ ation of the fund. Be- Percent in production thus far this Vear, could retain all negotiati a 
that these companies inyested $32,257,- | ginning with «he second year, upemploy- | both in total paid for and number of is not certain wheth r the 
589 in one week. Well over $5,000,000 | ment payments will be made. The plan | lives paid for. Some of the company’s were receipts only or not 
daily. The percentages shown jn his | has been found ratifying in jts five- | leading Producers are developing in its ord of a payment« could 
tabulation were as follows: Farm mort- | Year experimen; in ( hicago, ranks, three of the ten leaders In the He claims that he personally paid 
Kages, 10.6; city Mortgages, 15.6; rail- e aoe Pt ie ee oe SoaEng —— claims, but a Certain claimant claimed 
road bonds, 21; railroad Stocks, 1.3: pub- TWO NEw STARS K A oh aus omce. Phe se are Saul that she had received no paymer 
ne utility bonds, 13.7; Public utility I'wo star producers have developed in Ornreich, 5p company leade Sore M. lowing the death of her husband, thoug} 
Stocks, 1.3; foreign 1 1 os, 0.6; state, the New York ranks of the Equitable —, - ey a ag oe ;piesman, She had paid s> 30 for $1,000 worth 
oe and bone Pal bonds, 0.5; mis- Life of New York since the first of a A. veal “hee — es older .- ” | of life insurance. Mr. Turner's busi 
cellaneous bonds, 1,2: miscellaneous the year, both newcomers and both hav- pine: ers Sang this pace, — ness had been interrupted and t 
stocks, 3.9, | IN attained Precisely the same mark for | *€Veral of the wee “7 Pointees oo decree advises him to stay out 
ye 4 the Production thus far this year. Proaching the leaders Class, one acing insurance business. 
SPOPT UNEMPLOYMENT FEND Ralph L. Jones joined the Riehl. agency | Within (tie Fank of leaders and two mor’ 


| within very short distance of qualifica- 

tion for the club meeting at Montreal. 
The agency has thus far qualified 16 
men for this convention. 


AGENCY CONVENTION OF 
STATE MUTUAL LIFE 


Unemployment insurance js being | carly in iggg and at the end of May 
adopted by the clothing workers in New | had amassed a total new business of 
York, some*40,000 workers jn the men’s $279,500, his Present production being 


clothing mdustry <¢ ming under the op- | at the rate ota million a year, Jos- rs ; a (CONTINUED FROM PAGE Hy) 
eration of an insurance fund created by | eph Friedman joined the Haviland chen ete caer Eteson, assistant superintendent — of 
the new three “year working agreement | agency jyst before the opening of the : . agencies. Robert L. Jones New York 
lone las elk “tf 7 he aloa- res al il *» 62 . ‘por < < > eu > . > oT t , : ; oS. e - 

sened last week he ‘ween the Amalga- | year and in the same re port stood at | From Newark comes the report of | general agent, was chairman of an open 


mated Clothing Workers of America and | the same figure, $279,500. He jc aS-/ an insurance venture which js compar- 


. . : , a , : : » | forum discussion, called aq “¢ learing 
the New York ¢ lothing Manufacturers’ | sured of at least *900,000 for the year, | able to the “romances of the business 


House of Ideas.” The banquet was held 
Wednesday evening, with President 
Chandler sullock as toastmaster and 











Commander Fitzhugh Green as the I 
speaker, his Subject being “\\ hat Next I 
ji Flying >” I 
i 

Sweet Ix New President P 


Our Agents Have Bruce Sweet of Buffalo was announced a 


as the new President of the agency club, 1 
Succeeding James A. Neilson, Jr.. of € 
suffalo. The other officers named were: 
Clinton A. Ferguson of Boston. vice- 
President; John C. Ralston of Pitts- 





A Wider Field— 






burgh, secretary: and members of the as 

I d O ° | reanintiion committee. Edwin S. Stringer. m 

An ncrease pportunity Detroit, Robert C. \nderson. New W. 
York, and Benjamin H. Micou, Detroit. pr 

Because We Have It was announced that the annual meet- pl 
) 'M& next year will he held about the is 


same time at Poland Springs, Me. ab 


| 

| <cesnecniee 

‘BANKER TELLS THE oa 
WEAPON TO EMPLOY ne 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 











Policies for substantial amounts (up to $5,000) for Children on (CONTINUED FROM PAGE 3) tod 
variety of Life and Endowment Plans, thus enabling parents to The life companies have not failed to = 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, | ine ed pa 3 os ee a ing 
Semi-annual or Quarterly Premium plan. | from banks all over the country. and _ 
ie . roe 5 _ . | the same results can be obtained by the : 
Participating and Non-Participating Policies, Medica] and Non- | fire insurance companies — 
edical. Have Tremendous Power had 
“The banks and the insurance com- hefe 

Same Rates for Males and Females Medical and Non-Medical | ,Panies are two of the mightinn factors _ 
in the development Of civilization They tha 

Double Indemnity and Total and Permanent Disability features | are Preaching the same kospel—econ. mat 
for Males and Females alike, Medical and Non-Medica property and etan Me PeNETiON at r 
. ber of e loves js legion, and itl Ccas¢ 

Standard and Substandard Risk Contracts, | eer cots almost anythine bus 
oT Cc 





| Possible. It js indeed a sorry sight t ; 
| S€e two of the greatest forces of modern ing 


Our Class C Senior Agents may write Non-Medical Applications 




















or as much as $3,000, | civilization snarling and snapping and 
F | Slashing at each other’s throats. Until 

i ; ; > insurance -ompanies and the; ; 
We. have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Iil., a the tremendaon! othe Pe. 

. . . } age s “all 4 ne - ~ LOUS Power i 
Ta., Kans., Md., Mich., Minn., Miss., N. M., N. _ dl Okla., | that lies dormant jn their hands, which evic 
S D. W Va. | can be made effective only through their vea 
: 7 c Own cooperation and effort, this condi- vea 
| tion will not he relieved, cou 
Should Keep in Their Own Vard Te 
SNO 

THE OLD COLONY LIFE INSURANCE COMPANY [[/207","7""" 0 » ang fh 
pes agents devote their y holehearted pos 
energies to the task of Writing jnenr- ren 
of CHICAGO I] i } ance and collecting Premiums which ay 
’ must eventually be deposited in +he dey 
: banks that cooperate with them. Let on! 
B. R, NUESKE, President the banks devote their energies +, tim) 
building up their deposits and cooperat- wi 

ing with the insurance companies from Th 
. —— +9 9s : which they ijn turn may expect ever in- atians 
The Company has its Home Office in its own building at 166 W. Jackson Blvd., running Shenson deposits.” = 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district, ———— as 
J. RR. Duryea, feneral agent of +h, Th 

Penn Mutual Life in San Francisco, has : 

moved to a commodious and h; ndsome m 

—— Suite in the Russ building, x 
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RAPID PROGRESS SEEN IN 
AVIATION BUSINESS 
(CONTINUED FROM PAGE 3) 

passengers in airplanes There was 

formerly a great fear of imminent par- 
ticipation in flying and the man who 
admitted he was to undertake a flight 
in the future was very likely to be found 
an uninsurable risk Now, most com- 
panies recognize the increasing use of 
the plane and the indication that flights 


along specified airways are ceriain t 
be made is no longer a barrier to be 
overcome in the underwriting depart- 
ment. The use of the plane both for 
business and social purposes is a fact 
today and, provided this use be con- 


fined to the accepted lines of operation, 
it is not regarded with apprehension. 
Even in those cases where a prospect 
owns a plane and keeps his own pilot 
for its operation, this is not cause for 
rejection, for, with proper examination 
and qualification of both pilot and plane, 
this is regarded as comparatively sai 
today. In the case of the younger men, 
this is even extended to cases where 
they themselves are learning to operatc 
their own planes, though in the case of 
older men this is till regarded as dan- 
gerous This is not a failure to co- 
operate with the development of avia- 
tion, but it is a recognition of the known 
fact that, while the voung can quickly 
learn to operate airplanes with skill, it 
is only the exceptions among the older 
men who can ever learn to be skillful 
pilots and the learning process with them 
is usually slow. With the development 
of safety devices so that planes can ie 
almost fool-proof, not regarded as at all 
impossible, even this limitation may be 
eased in the future. 


Demand Is Increasing 


Life companies accepting such risks 
as aviators are finding an increasing 
mand for the coverage. At first there 
was some hesitation because of the « 
premium, but now many are making ap- 
plication for the protection and there 
is promise that this will become a size- 
able department of the business. As for 
the total of business written on those 
participating generally in aviation, no 
estimate can be made and it is certain 
that it is a very representative propor- 
tion of the business going on the books 
today. Just as an example, one general 
agent recently noticed reports of the 
hoard of directors of a corporation mak- 
ing a tour of the nation in a large plane 
and recognized the names of several of 
his policvholders. A check-up showed 
that his office had at risk many millions 
every time the plane went up. They 
had all been on the books some time 
before the plane was purcahsed and 
these flights were not contemplated at 
that time, but in this tour they covered 
many hundreds or thousands of miles 
in this manner, putting these millions 
at risk on each take-off. That is but one 
case and there are countless cases of 
business executives using the air service 
of others, if not their own. for the mak- 
ing of appointments and field trips. 


Great Progress Shown 


That the future is to see wnprece- 
dented development of the airplane is 
evident from the progress of this half 
vear just closed. Since the first of the 
vear, the airways opened throughout the 
country. both for transcontinental and 
intra-state service, make an _ effective 
showing. With the opening of the 
official airways, with beacon light cuide- 
posts, the greatest hazard of fiving is 
removed. And with every addition of 
a passenger service, greater caution is 
developed, for companies and pilots with 
only mail or express at hazard are at no 
time as thorough in their operations as 
when they have passengers to consider. 
The actual mechanical improvements 
are growing so rapidly that the plane of 
today is almost an entirely new creation 
as compared with those of a year ago. 
The trans-oceanic flights have all aided 
in these developments and the constant 
experimentation of both government and 


LIFE INSURANCE EDITION 


rivate planes is ever adding to them | AUTO ACCIDENTS LEAD IN ari t b | ed Ss the 



































he growing use of the three moiored METROPOLITAN’S CLAIMS | ' 1 = | a . mm “ 
plane 1s a great Saicty factor, tor win ? F ’ Page Aaa Het 
these planes, the danger of sudden . oa pose: _ aie ». 
crashes is minimized Through all this | LAST YEAR’S FIGURES LISTED |!, ioe a Pr a” ef 
levelopment of aviation, the increased ag Egg ‘ og yy eo 
safety factor, the growing public appre \ rng: 
ciation and the new business angle all | Decrease in Firearms Accidents—Other d : 
combine to increase the human element, Interesting Features in Com- Mp 
for pilots are more and more underiak- ; ‘ ol , fonm 
ing the work as a profession and the old pilation ‘ ed e resulting 
tvpe of dare-devil pilot is giving way ! \ c 
a new type ot skilled navigator, in whose NEW YORK. Jul = Ove ) 1 ) an Oat « ; 
hands passengers are increasingly safe. | pent of all personal accident claims paid ‘ ving 
The hazard of the Tog, the vreat hand dur Pr 1927 - the Metropo r S . 
cap of all pilots, is still to be en- e for automobile accid oa , y M 
countered, but even this is mitigated by | jing to statistics just given out by t ace +7 bi aii, wa 
the use of the beacon-lights on the air company o1 last veal business eT} ‘ = , her 
ways and certain mechanical devices | $670,000 paid on 10,000 onal ace > need arp yoo ‘ niuries in ne d 
which are being improved to aid in blind | dent claims, the injuries trom au ion aie ieee << eukeuninat i ed in buile 
operations. Thus, the future of aviation | bile accidents stand out = sharp! with | Ones 4] ag . Even athletic ewe 
looks particularly bright from a life in 1.656 claims paid for t | 10,001 pre aye vo ptt 
surance standpoint and the cooperation | The company paid $77,350 on 805 claims leis oe near tr “y beaches resulted 
between underwriters and those behind | for injuries resulting from collisi in-}-". oe wid m- 1 184. basketball 
aviation seems assured of perpetuation | Juries trom cranking s I] i 19 4 he of yy ee “ shieg o 
and extension, toll, amounting to 334 claims for $21,690) 6°" 1, - a ps GE ae 
——— os and skidding was responsible 2 oothall - doe 
_ sn me = coagex 5 a : = nour Fewer Firearms Accidents Moir Norwich Union Director 
of thought, the ounce of effort after he 
hour of preparation, that brings the Other items show1 ¢ re} Henry Moir sic e ( a 
business into the harbor of success cluded a notable red m in accidents | States Life, has b el da dire 
The Calpet Mission. resulting from the reckless use of fire- | of the Norwich | 
i SS SS SSeS SS | 
! i 
; 
i Home Office Help— 
| NS , a 
| Che Medicine Man | 
I 
| | 
I = ———_ —_—_——_———— a 7 | 
I | 
H 
| 
| | 
| . - ‘ ; 
Between the lines of field men’s letters may some- 
, } times be read the field man’s prayer—‘“If the Home | 
| . , | 
| Office could only see my point of view, then the Home 
Office could help me sclve my many problems. | 
| | | 
| | | 
| For 29 years Mr. Jos. W. Jones, Vice President in 
| Charge of The Franklin Field Force, has been reading | | 
. . i i] 
| between the lines. He has developed the insight of a ! 
| seer, the skill of a craftsman, and the patience of an 
Hl . . . . | 
l artist in building success for field men. | 
1 } 
i 
I 
| Joe Jones is the four-square name of a four-square 
il . : : 
! man whose counsel and friendship have raised the 
| + . . . . ° ~ « | 
| | standard of production of the individual Franklin feld 
| nes | 
| man far above the usual average. He is the Medicine 1 | 
} Man whose understanding magic transforms obstacles 
| | into stepping stones. Hl 
| 
| The Franklin Life Insurance Company i 
Hi | Springfield, Illinois | i 
| i | i 
. | | | 
| | 
i | | 
l i 
| ‘| | 
} 
! — ————————eeeaeee —————— —————— ——— rs 
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Justifiable Pride in Claims 


In surveying the claim payments 
to be presented in a special is- 
UNDERWRITER life 

men take 
the work they 

the though 
partially, the the life 
system may be brought home 
in a way that could 
The 
vast figures, 
but each 


shortly 


sue of THe NATIONAL 
a justifiable 


doing. By 


insurance may 


pride in are 


localizing payments, even 


only benefits of 
insurance 
to each community 
otherwise. 


not be accomplished 


public is not impressed by 


however great they may be; 


community is properly impressed by in- 


dividual benefits brought home to its 
own people, It creates more interest 
among the people at Dayton, O., to an- 


nounce that one of its leading citizens 
who died last vear carried a single policy 


of $500,000 in its home company (made 


possible by reimsurance) than the gen- 
eral statement that $1,750,000,000 was 
dispensed throughout the country. 
Life insurance men can point to many 
local instances to prove the fact that 
life insurance money always comes at 
the time when it is most needed. These 


practical demonstrations more than any- 


thing else will serve to take the place 
of the advertising which life insurance 
secured through the war, the “flu” epi- 


insurance; 
that we are 


demic and government 


which only goes to prove 


more interested in the human and indi- 


vidual side than we are in figures and 


general results. 


Certain insurance men have objected 


to the publication of these figures, be- 
cause, as they say, this is information 
of a personal nature which should not 


be given out; and also that the publi- 
cation of these names makes “sucker” 
lists for investment sharks. 

Every other kind of ,estate at the 
owner's death becomes a matter of 
court record. Inheritance tax records 
are public property. JouN WANAMAKER, 
the greatest friend and the largest pa- 


Life Insurance 


Many life men emphasize the desir- 


ability of providing for a child's educa- 


tion. Most companies now are urging 
their agents to present this phase of in- 
surance service. Dr. E. H. LInNoptey, 


chancellor of the University or KANSAs, 
points out that the average education in 
1840 was the 
fourth, 


second grade, in 1870 the 


and in 1920 the eighth. There 


tron of life insurance during his time, 


never objected to the publication of the 


amount of life insurance which he car- 
ried and freely gave the information, 
hoping that he would be regarded as 


an example that would cause others to 
insure, The fact that withholding the 
publication of life insurance claims might 
help the beneficiaries to escape the pay- 
ment of taxes is not a valid argument. 
payments are 
both 
Life in- 


Fire and other insurance 


published immediately, and com- 


panies and amounts are given. 
surance is a semi-public institution and 
life insur- 


there is no good reason why 


ance should be put in a class by itself 
as regards publicity. 

The the investigation 
ducted last vear by Henry Anes, 
the FRANKLIN LIFE, 
whole life insurance estates 
conserved 
and that it is 


results of con- 
vice- 
president of show 
that on the 
properly managed 


not 


are and 
by the 
true that investment sharks operate suc- 
field. As a matter of 
fact the list of claims published does not 
list. In the first 
not published for 


beneficiaries 


cessfully in this 


constitute a “sucker” 
the 
six to 
settled. In time, 
ficiary has the 
addressed to the deceased will probably 
the Undue 
immediately 
satisfied by this publication. 


claims are 
i8 months after they 
that the 
reinvested funds; 


place 
from have 
been bene- 

mail 
office. 


be returned by post 


curiosity following the de- 
mise is not 

The publication in its present form is 
In the earlier years 
published weekly 


now 28 years old. 


these claims were as 


they received and there was some 
objection to immediate publication. 


precautions 


were 
Ex- 
perience has developed 
which make 
material injury to 
educational advantages are great. 
practical and human way life insurance 
its stewardship” 


without 
the 
Ina 


publicity possible 


anyone, while 


gives “an account of 


to the public through this issue 


and Education 


important advances in the 
average education of the Be- 
tween 1890 and 1924 the registration in 
There- 


have been 


people. 


colleges has increased six times. 


fore, the desirability of a college edu- 


cation is being more and more appre- 


ciated. Life agents are calling attention 
to the achievements of life insurance 
along educational lines. 


| 
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PERSONAL GLIMPSES. 





OF LIFE UNDERWRITERS | 











Scott M. Sexton, an agent of the 


western Pennsylvania department of the | 


died 
born 


Life of Pittsburgh, 
suddenly in Pittsburgh. He was 
in Allegheny, Pa., March 28, 1887. On 
Nov. 21, 1917, he contracted with the 
Reliance Life. For the first three years 
he was on a part time basis, but demon- 
strated to himself the advantages of de- 
voting his full time to the sale of life 
and since then he qualified 
for the Perfect Protection 


| Reliance 


each 
Club, 
least $100,000. 
steadily to $416,639 in 1927 


year 


and had an 


ambition te do a million dollar busi- 
ness yearly. In ten contract years he 
was instrumental in placing in force 
more than $2,000,000 insurance. 


Perez F. Huff, president of Perez F. 
Huff Company, dealers in insurance and 
bank stocks, and formerly the 
producer for the Travelers, left Satur- 
day on the “Albert Ballin” for a three 
months’ tour of Europe, to study bank- 
ing and insurance conditions in the Eu- 
ropean capitals. His itinerary includes 
Germany, Austria, Czecho Slovakia, 
Italy, France, Switzerland and England. 


Judge Emmett L. Savage, 56, vice- 
president of the State Automobile In- 
suranee Association and former superin- 
tendent of insurance of Ohio, died a few 
davs ago at his home in Columbus. He 
had been ill several months and recent- 
ly underwent an operation. Burial was 
at Paulding, O.. where Mr. Savage had 
served a term as common pleas judge. | 
He went to Columbus in 1923 as depu- 
ty insurance superintendent and _ later | 
became superintendent, retiring to join 
the automobile insurance association. 
He was a Harvard man and a member 
of the Phi Gamma Delta fraternity. 


Charles E. Thayer, recently appointed 
executive assistant in the group depart- 
ment of the Equitable Life of New 
York, is now at work in the new post, 
handling promotion, publicity and public 
relations for this department. Mr. 
Thayer is a former Chicagoan, having 
been with the company in that city, | 
Prior to his life insurance work, he was 
in diplomatic service, an attache at the 
American Embassy at Paris and prior | 
to that was connected with the Hoover 
relief work as executive assistant at 
Paris. His business connections have | 
been chiefly in connection with advertis- | 
ing and publishing houses. 


John Angus Morrison of Chicago, well 


known general agent of the Aetna Life 
and producer of general insurance, and | 
Mrs. Morrison have gone on a two} 


months’ vacation in Europe. 


has 

The late Charles Grilk, general coun- | 
sel of the Register Life of Davenport, | 
carried life insurance to the amount of | 
$678,000, with the bulk of the insurance 
payable to the estate. The larger pol- 
icies were: International Life. $125,000: 
Metrovolitan Life, $30,000; New York 
Life, $100,000; Pacific Mutual Life, $37.- 
500; Penn Mutual Life, $20,000; Prov- 
ident Mutual Life, $50,000; Massachu- 
setts Mutual Life, $100,000. 

Thomas L., Fansler, 
adelphia agents of the 
Mutual Life is completing 45 
service with the company. Mr. Fansler 
was formerly an agent of the North- 
western Mutual in Chicago and was at 
one time president of the Chicago Life 
Underwriters Association. 


dean of the Phil- 
Northwestern 
years ot 


Probably the first trans-oceanic tele- 
phone call to be made for life insura.ce 
transaction was that recently entered 
into by Theodore M. Riehle, associate 
manager of the Riehle agency of the 
Equitable Life of New York in Man- 
hattan. Mr. Riehle just returned last 
week from a trip to Europe, undertaken 





which requires production of at | 
He built up his volume | 


leading | 





for business, and while in Paris, he made 
a call to New York, regarding the busi- 
ness in question. He states that it was 
a most unusual sensation to talk into the 
telephone and carry on a conversation 
as clear and distinct as a local call, 
though the other party was several thou- 
sand miles distant. He was also con- 
vinced of the value of this new service 
just opened this vear, which permits of 
detailed business transactions to be car- 
ried despite the handicap of world dis- 
tances. 

A family reunion during which A, §S. 
Elford, inspector of agencies for the 
New York Life in the western depart- 
ment, played host to his seven brothers, 
received much attention from the Seattle 
press recently. The reunion was the 
first in 10 years. 


H. W. Manning, 


superintendent of 


agencies for the Home Life of New 
York, returned to his office this week 
after a 10-day agency trip to the west, 
stopping at Minneapolis and _ other 
middle western cities. 

Angus O. Swink, Virginia manager 
for the Atlantic Life, is going abroad 
with his family to spend a couple of 
months touring the British Isles and 
the Continent. He plans to sail some 


time this month. 

George E. Lackey of 
Oklahoma City announce the birth of 
a daughter, Marylin’ Lackey. Mr. 
Lackey is general agent for the Massa- 
chusetts Mutual Life, and has for a 
number of years been one of the lead- 
ing figures in the National Association 


Mr. and Mrs. 


| of Life Underwriters. 


Ray Doran, for the past 16 years an 
employe of the Bankers Life of Des 
Moines, wand lately supervisor of the 
company ’s filing department, died at his 
home of heart disease last week. Mr. 
Doran was 46 years of age. 

James L. Collins, vice-president and 
superintendent of agencies of the New 
World Life, has decided to take a long 
rest and to give up all business activity 
for a time. Last winter while in Min- 
neapolis Mr. Collins fell on the ice and 
was badly shaken up. He has never 
completely recovered from that accident 
and feels that it will be necessary for 
him to take a long rest in order to get 
into the proper shape again. 

George Brown, district manager of the 
Mutual Life of New York at Hillsboro, 
O., 54 years old, on July 1 killed his wife 
and himself. A month ago he returned 
from a sanitarium at Cincinnati where 
he had been undergoing treatment for a 
nervous breakdown. 

E. E. Rhodes, vice-president of the 
Mutual Benefit Life, and John G. Par- 
ker of Toronto, actuary of the Imperial 
Life, have recently been elected fellows 
of the Institute of Actuaries of England, 
without examination. 

At the time of the International Con- 
Actuaries in England in June, 
1927, Mr. Rhodes was president of the 
Actuarial Society of America, and Mr. 
Parker was president of the American 
Institute of Actuaries. The present ac- 
tion of the English Institute is especially 
gracious in view of the fact that it was 
necessary to change the by-laws of the 
English body to elect an American— 
the changing of which by-laws involved 
action by the Privy Council. 

The action is illustrative of be 
friendly relations of the great fraternity 
of life insurance men in England and 
America. 


gress of 


Tue whole secret of life is to be inter- 
ested in one thing profoundly and also in 
a thousand other things. 
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NORTHWESTERN 
NATIONAL NEWS 


| 
This column contains | 
condensed news items 
from the weekly news- 
paper published for 
Northwestern National | 
Life agents. 








Reduced Net 
Cost Attained 
by New Scale 


Changes Mark Forward 
Step; Are Effective 
July 1 


Lower premiums on participating 
policies and a new dividend schedule 
resulting in reduced net cost have been 
announced as effective July 1. 

With participating policies offering 
the double attraction of lower initial 
premiums and lower net costs over a 
period of years, and with non-partici- 
pating policies at guaranteed low pre- 
miums from the start, the high stand- 
ard of equipment given its agents by 
Northwestern National and the effi- 
ciency of the Company’s management 
is again emphasized. The past three 
years have shown a yearly reduction 
in the Company's ratio of management 
expense. 





N ew Contracts 


in Rate Book 
Will Appeal 


Several New Policies on 
Market; Two Annui- 
ties Included 


tates on several new policies, in- 
cluding two annuity forms, and lib- 
eralized rules concerning old policies 
which add greatly to their attractive- 
ness are contained in the new rate 
book which is being mailed to all full 
time agents of the Company this week. 
The book contains 480 pages of ma- 
terial of interest to agents. 

In addition to the contents of the 
old rate book revised to conform with 
the new low rates and changed divi- 
dend scales, the new manual lists the 
following new policies: 

Two new annuities, offered to 
appeal to the increasing market 
in this country for this type of 
investment; 

A Retirement 
maturing at age 55, supplement- 
ing the other two popular Retire- 
ment Income forms; 

Two non-participating 
dren’s policies. 


Income policy 


chil- 





NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 





Minneapolis Minn. 
STRQNG LIBERAL 
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| LIFE AGENCY CHANGES : 














GENERAL AGENT AT ST. PAUL | 





Edwin R. Erickson of Decatur, Ill, | 
Gets Important Post With the 
John Hancock Mutual 





The John Hancock Mutual Life an- | 
nounces the appointment of Edwin R. 
Erickson as general agent at St. Paul, 
Minn., to take effect July 16. Mr. 
Erickson is now agency supervisor at | 
the John Hancock agency in Decatur, 
Ill, He entered the Syracuse, N. Y. 
agency as a part time agent April 10, 
1925, while a student and took a full 
time contract a month later. 

He was promoted to agency super- 
visor at Syracuse on Jan. 21, 1926, and 
was transferred to Decatur, Ill. in the 
same capacity six months later. 

Though but 31 years old, Mr. Erick- 
son has been from the start an excep- 
tional producer and a thorough student 
of the business. 





LEON W. LA BOUNTA PROMOTED 
Former Kewanee, IIl., General Agent of 
Penn Mutual Life to Take Com- 
pany’s Minneapolis Office 








Pursuant to the Penn Mutual's policy | 
of making promotions from its own 
ranks whenever possible, the company s 
Minneapolis agency will be taken over 
by Leon W. La Bounta, for the last 
15 months general agent at Kewanee, 
Ill. For several years before joining the 
Mutual Mr. La Bounta had rep- | 
Northwestern Mutual. In 
his work for the Penn Mutual he has | 
displayed uncommon ability as an or- 
ganizer and executive, and has made at 
Kewanee one of the best rural agencies | 
in the country. He is 34 years old, and 
will therefore be one of the youngest 
general agents in the country to be 
given charge of an agency of the im- 
portance of that at Minneapolis 

J. Walker Godwin, the retiring gen- | 
eral agent, will continue as a personal | 
producer, in which work for many years | 
he has been highly successful. | 


Penn 
resented the 





TWO APPOINTMENTS MADE 


V. M. Burke, W. E. Bilheimer, Jr., Are 
Given Assistancy Posts in Patterson 
Agency of Penn Mutual 


Burke has been appointed 
Bilheimer, Jr., has 
manager in 
general 


Vincent M. 
supervisor and W. E. 
been made assistant to the 
the Alexander E. Patterson 
agency of the Penn Mutual Life in Chi- 
cago. The appointments were made to 
meet the growing agency staff's de- 
mands for assistance. 

Mr. Burke started in the life insur- 
ance business with the Equitable of New 
York in Chicago 11 years ago. He left 
the business for a short period for the 
stock and bond business, and then re- 
turned to Chicago and the Equitable 
He joined the Fatterson agency staff 
last April. 

Mr. Bilheimer joined the Patterson 
staff last week. He has had four years’ 
experience in the business, with the 
Merchants Life and the National Life, 
1 eS 


CAMERON MADE SUPERVISOR 


A. Van Goldman, Manager of Pruden- | 
tial Ordinary Office in Chicago, | 
Appoints Assistant 


—_— | 


Robert A. Cameron, who has been a | 
member of the field force of the Pru- | 
dential in Chicago for the last four and | 


a half years, has been appointed agency | 


| 

















INTERESTED? 


A General Agency with real 
Home Office assistance. 


Free Supervisory Service. 
Free Correspondence Courses. 


Free health examination for 
policyholders. 


Financial assistance in get- 
ting started. 

Full line of participating pol- 
icies and large dividends. 


Twenty-two years of high 
grade service and no death 
claim ever contested or-com- 
promised. 


Opportunities in IIlinois, 
Indiana, Michigan, Pennsylva- 
nia, New Jersey, Virginia, 
West Virginia and California. 
Your inquiry held in confi- 
dence. 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


‘‘Its Performances Exceed Its Promises’’ 
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WHAT ABOUT 
YOUR OWN 
OLD MAN? 


a . 








The old man your prospect will become is one of 


your best selling talks. 


Are you looking well to your own old age—or are 
you still a sub-agent, drawing down the commissions 


of an apprentice? 


To the ambitious advancement is 


imperative, and 


seldom waits on opportunity. No need to wait, when 
our plan provides an absolute agreement whereby 


you can 


Build and Manage Your Own Business 





in any one of many prosperous sections of Louisiana, 
Texas, Arkansas, Oklahoma and Alabama. 


Write in Strict Confidence, 
Naming Territory Desired. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 


SHREVEPORT, LA. 


IRA F. ARCHER 
Superintendent of Agenctes 


























Dynamic Detroit Life 


Old enough to have established itself 
firmly among the most progressive life insur- 
ance organizations; yet young enough to 
maintain a persona! interest in each of its 


agency men. 


These facts mean mucn vw you if you con- 
template entering the profession of life insur- 
ance salesmanship or if you are seeking a new 


opportunity. 


Desirable territories available in the State 


of Michigan. 


DETROIT LIFE 
INSURANCE COMPANY 


‘“‘The Company of Service’’ 


M. E. O’Brien, President 


2210 Park Avenue 


Detroit, Mich. 
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supervisor in the A. Van Goldman Chi- 
cago agency of the company. He will 
devote his time to training and other- 


growing staff of 
servicing brokers. Mr. 
Cameron is a University of Chicago 
graduate. He has made a good prod uc- 
tion record on ordinary business, He is 
taking the Rockwell sales course in Chi- 
cago, 

Phe Goldman agency has been forg- 
ing ahead steadily and already on April 
30 had filled its produc tion quota for the 
year 1928. New agents have been added 
regularly, and it is likely the agency will 
soon have to take larger quarters. Mr. 
Cameron’s appointment was made di- 
rectly as the result of the agency's rapid 
production growth. 


J. Graham Hopkins 
J. Graham Hopkins has been ap- 
pointed agency supervisor in the H. C. 
Lawrence general agency of the Lincoln 


wise assisting the 
agents and to 


National Life at Newark, N. J. Mr. 
Hopkins, after graduating from Yale, 
worked in the home office of the Lin- 
coln National Life for several months 


and then was assigned to Cleveland for 
field experience. After a vear and a 
half there, he accepted this conneciior 
with the Lawrence agency. 
1927 this agency reported the 
size of policy for all its 
$8,200, oe 
average 





higher than the 


Joseph C. Hickey 


Joseph C. Hickey has been appointed 
assistant agency manager in the 
M. Ryan agency of the Equitable of 
New York in Detroit. For several vears 
Mr. Hickey has been a field course in- 
structor for the Equitable. 


Harlan A. Davis 


The Michigan Life of Detroit has ap- 
pointed Harlan A. Davis as agency man- 


During ! 
average | 
members as | 





tion 


Robert | 


ager at Port Huron, Mich., with a dis- } 
trict comprising St. Clair, Macomb, 
Huron and Sanilac counties. Offices | 
were opened at 318-19 Federal Bank 
building. 
Interstate Bond Agency 

The Interstate Bond _ Insurance 
Agency, Colorado building, Washington, | 
D. C., has been appointed general agent | 
of the Bankers National Life of Jersey | 
City. Col. Josenh F. Randall is pres- 
ident: Howard P. Foley, vice-president; 
E. G. Lorenz, secretary and treasurer. 
Col. Randall has been prominent in pro- 
moting commercial aviation. Mr. Foley 
is president of the Howard P. Foley 


Electrical Engineering Company. Mr. 
Lorenz is a certified public accountant. 


July 6, 1928 


The Interstate Bond Insurance Agency 
will represent the Bankers Natic mal in 
the District of Columbia and also some 
contiguous territory in Maryland and 
Virginia. 


John N. Irby 


Vice-President W. H. Savage of the 
Great Republic Life has announced 
appointment of John N. Irby as ge 
agent in charge of a number of counties 
in southwest Texas, with headquarters 
in San Antonio at 520 Travis building 
Mr. Irby was formerly general agen 
for the Capital Life and prior to thi 
connection was with the Amicable Liie. 








He was also for some time with 
Franklin Life. 
Rollin Thompson 


Rollin Thompson of Owensboro, Ky., 
has returned from California and will 
become manager in that city for the 
Mutual Life of New York. Mr. Thomp- 
son formerly lived in Owensbor¢ 
he is widely known as an insurance man. 


Leland W. Spickard 


The Bankers Life of Des Moine 
nounces the appointment of Leiand W. 
Spickard, agency supervisor at Madison, 
Wis., as agency manager at Mason ( 

Ia. Mr. Spickard succeeds J. H. Wilson. 
who has voluntarily resigned. 

Mr. Spickard takes up his new posi- 
after four years of experience and 
successful accomplishment in the Mz 
a graduate of 


ison agency. He is 
University of Wisconsin school of « 
merce, and became a Bankers Life 





man in 1924. After six months. as a 
salesman, he became supervisor of nit 
counties, a territory that produced $2.- 
500,000 in his first year of supervision 





He has since become supervisor of the 
entire Madison agency and has heen 
instrumental in making that a $5,000,000 
agency. 

For two years Mr. Spickard enjoved 
marked success with the rate book. In 
1924, his production was $489,000, and 


in 1925, it was $437,000. 


Life Agency Notes 


Two new district agents for the Tenn 
Mutual Life in Wisconsin have been an- 
nounced by Paul H. Kremer, general 


Harold P. LaLu- 
district agent 
Webb at Fond 


agent at Milwaukee. 
zerne has been appointed 
at Green Bay and E. T. 
du Lac. 
A. G. Rutledge, one of the best known 
country newspaper men in the north- 
west, has quit the sanctum to become 
special agent for the Security Mutual 
Life in Minneapolis Mr. Rutledge: vas 
for several years secretary of the North- 
ern Minnesota Editorial Association 
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HOLD REGIONAL CONFERENCE | 


Eastern Representatives of Phoenix 
Mutual .Meet With Executives at 
Dixville Notch, N. H. 


held a re- 
at Dixville 
attended 


The Phoenix Mutual Life 
gional conference last week 
Notch, N. H. This conference, 
by more than 100 selected men, was one 
of three similar gatherings to be held 
this summer in various sections of the 
country for the purpose of uniting ex- 
ecutives, managers and personal repre- 
sentatives in general discussions of the 
problems and _ responsibilities involved 
in modern life insurance service. 

The conference was formally 
with an address of welcome by 
dent A. A. Welch, following which 
Vice-President Winslow Russell gave an 
address on the “Progress and Develop- 
ment of Our Selling Plans.” The theme 
of the conference was “Quality Service 
from Quality Men,” the program dur- 
ing the three-day consisting 
largely of group meetings led by vari- 


opened 
Presi- 


session 


ous discussion leaders. The three m 
subjects discussed in these group c« 
ferences were “Quality Presentation 
Through Quality Selling Talks,” “‘Qual- 
itv Prospecting,” and “Building and 








| Serving a Quality Clientele.” 





Among the home office officials at- 
tending the convention were President 
Welch, Vice-president Russell, Vice- 





president Arthur M. Collens, Agency 

Manager James A. Whitmore, Assistant 

Secretary M. C. Terrill, Assistant 

Agency Manager James A. Griffin, and 
Medical Director Robert L. Rowley 
Roy Haines Host to Agents 

Roy Haines, manager of the Pravel- 


ers office at 55 John street in New York 
Citv, one of the largest life offices in 
the country, was host to an all-star con- 
vention of his own last week, when he 
entertained for two days the leaders 
who were en route to the company’s 
convention. Mr. Haines, formerly man- 
ager at Cleveland and also many other 
middle western cities, is the personal 
friend of the bulk of the leaders in the 


Travelers’ field organization and ‘they all 
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swoope 


prior to the company round-up. Be- 


tween this leader and that in life, acci- 
dent and miscellaneous’ lines, Mr. 
Haines could have staged a _ national 
convention of his own, with unprece- 


material present. 


Massachusetts to Give Course 


The division of university extension 
commonwealth of Massachusetts 
a course in life insurance funda- 
mentals which will be held two even- 
ings each week during next September, 
the charge for which will be five dol- 
lars 

The course is intended to provide ade- 
quate preparation for the state examina- 
tions which are held monthly on the 
first Wednesday of each month by the 
insurance commissioner for licenses to 
sell insurance. Attention will be given 
to theory and practice and the course 


or the 


offers 


i down on him for the two days 


LIFE 


material covered by the instructor and 
an ability to meet the requirements of 
the state examination. In addition t 
the help which this course will be ¢ 
students in passing the examination, i 
will be even more valuable in providing 
a proper training in the fundamentals 
of the life insurance business. 


Opens Philadelphia Office 


The Bankers National Life of Jersey 
City has opened its Philadelphia agency 


in the North American building with 
Harry A. Baron as eastern regional di- 
rector. He has already put nine sales- 


|} men to work. 


will be open to prospective buyers of in- | 


surance as well as those engaged in or 
contemplating service in the insurance 
business. 
for discussion and for questions. Writ- 
ten exercises will be arranged on the 


An opportunity will be given } 


| 
| 
| 
| 
| 
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Forming New Company 


Notice of intention to form a new 
life company in New York has been 
filed by a group proposing to organize 
the Superior Life of New York City. 
Those listed as the incorporators are 
L. B. Woods, T. A. Dickson, G. A. 
eo Christian, Dr. Thomas 
Walters, Norman C. Peterson, Nathan 
O’Flaherty, William Smellie, J. E. 
Townsend, James O. Peters, Joseph A. 


























subject matter of each lesson, thus in- | Page, M. E. Williams and T, E. Wil- 

suring a thorough understanding of the} kins. 

I 

BANK AGENCIES ARE BARRED | 000,000 paid for business. The total 
for the first six months is something 

Missouri Attorney General Rules They | °Y°!, *8,000,000. The Fischer agency 


Cannot Conduct Insurance Busi- 
ness in That State 


Under a ruling by Attorney General 
Shartel of Missouri, banks in the state 
can not legally qualify for licenses to 
conduct an insurance business or act as 
insurance brokers. The ruling was re- 
quested by the prosecuting attorney of 
Jackson county, who asked whether two 
banks in Kansas City, Mo., that had ap- 
plied for ‘licenses as insurance brokers 
were entitled to them. 

The attorney general finds that banks 
can only legally engage in the business 
authorized by their charters in accord- 
ance with the laws of the state, and that 
no authority is conferred on them to en- 
gage in the insurance business or to act 
as insurance brokers. 

In St. Louis there are no bank agen- 
cies, although many individuals working 
for banks have been licensed as insur- 
ance brokers. 


Fischer Back at Work 


Chester O. Fischer, general agent of 
the Massachusetts Mutual Life at St. 
Louis, has returned to his work after a 
prolonged vacation on account of ill- 

‘ss. He was away about three months. 
During his absence the men did some 
excellent work, desiring to show Mr. 
Fischer that they were able to carry on. 
The agency ended June with over $1,- 


is therefore going at a $1,000,000 a 


month clip. 


Hicks, Gillespie Visit Chicago Agency 


Shortly after the opening of the office 
of the Guarantee Fund Life at 557 In- 
surance Exchange the office received a 
visit from F. A. Hicks, superintendent 
of agents, and L. E. Gillespie, assistant 
secretary, who were en route to In- 
dianapolis to conduct an agency meet- 


ing. They spent a day in Chicago with 
Sam B. Starrett, Jr., manager there, 
conferring with other Chicago repre- 


sentatives of the company. 


| Equitable Agencies Make New Record 


In June the Chicago offices of the 
Equitable of New York paid for $7,514,- 
000 of business. The H. F. Berls agency 
led with $1,752,000. The P. L. Girault 
agency was second with $1,200,000 and 
the P. B. Hobbs agency third with 
$1,150.000. 

For the first six months of 1928 the 
Equitable agencies in Chicago paid for 
$45,158,000 of business, making a gain of 
$1,400,000 over the first six months of 


1927. 


Ward Makes New World Record 


Arthur J. Ward of the Louis J, Fohr, 
Chicago general agency of the Penn 
Mutual Life, on Monday of this week 


made a new world record for number 


ee 
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NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
BOSTON MASS. 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a Duty and Enjoy a Privilege 


Do Our Standards Appeal To You? 


Organized 1843 
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Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


Ii you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 


$3.75. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65¢ to $5.00 


E. L. KAUFMANN 
Room 700, Austin Bldg. 

111 W. Jackson Blvd. 
Telephone Wabash 3933 


Chicago, Ill. 
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Reaping Has Begun 


Our man-power expansion program has already re- 
sulted in a heavy gain in new business over the first five 
months of last year, demonstrating the effectiveness of the 
plans supplied to our General Agents, and the quality of the 
material for selection and training which was gathered and 
distributed to them. Adding new men and neglecting ade- 
quate supervision is money wasted. Our General Agents 
are adding and are supervising. And a gratifying increase 
of volume of new business is the result, just as reaping 
follows sowing. 


We have openings for men and women who are am- 
bitious, industrious, and intelligent. We can teach them 
how to prosper. © 


Wm. A. Law, President 


Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 


PENN MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA, PA. 


Founded 1847 
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ALA DIXIE 15 OUR FIELD. 


Wilmer L. Moore, President 











THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
‘ ATLANTA, GEORGIA 








31% increase in new business during 
first four months of 1928. 








20% of prospect cases handled 
through sales promotion service re- 
sult in sales. 


Non-Medical Privilege. 
Participating and Non-Participating. 


Ages 30 days through 65 years. 


For Avaiable territory Address 














E. S. Albritton 


Vice-President and Manager of Agencies 























Proof of 
the Pudding 


Every Des Moines Life agent 





The 


welcomes the opportunity of 
telling how he is increasing 
his earnings by using the 
prospect leads and personal 
selling helps which we fur- 


Company 
of nish. 


Interested? 
Write for openings! 


Co-operation 


Des Moines Life 
& Annuity Company 


J. J. Shambaugh, President 
DES MOINES, IOWA 





| of applications written in one day, with 
1a total production of 275. The best pre- 
{ vious record was that made by Jack 
| Warshauer, Brooklyn, N. Y., general 
j}agent of the Brooklyn National Life, 
| whose total was 262 applications. Mr. 
M. Ward did a large amount of prelim- 
fe work and on the day for the rec- 
ord trial met his prospects in groups 
about the city. He has been connected 
with the Fohr agency since October, 
1927. Previously he was with the Trav- 
elers. 


Olsness Nonpartisan Nominee 


S. A. Olsness, incumbent, 
Nonpartisan nomination for commis- 
sioner of insurance of North Dakota 
upon a practically complete check of 


holds the 
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election returns, while the name of W. 
S. Taylor, La Moure, N. D., 
Independent candidate. 

Independents captured the guberna- 
torial nomination from the Nonpartisans 
in the June primary, nominating George 
F. Shafer as against T. H. Thoresen, 
and control of the state industrial com- 
mission is assured with the nominating 
of Joseph A. Kitchen for commissioner 
of agriculture and labor. 


appears as 





St. Paul Managers Meet 


The St. Paul Managers & General 
Agents Club held its regular monthly 
meeting last week. The Phoenix Mutual 
Life’s motion picture “Vanishing For- 
tunes” was shown. A good attendance 
marked the meeting. 








| 
- 
| 








IN THE SOUTH AND SOUTHWEST 











| PROSPECTS IN TEXAS BRIGHT 


Recent Rains Over State Insure Good 
Crops and Mean Greater 
Buying Power 


DALLAS, July 5.—Eleventh hour 
rains virtually all over Texas have 
saved the corn crop, which has been 


conservatively valued at $75,000,000, as 
well as as the wheat and cotton, feed 
crop, range grass and sorghum. In 
west Texas cotton had been planted in 
dry ground on faith and the rain has 
assured its “making.” A large wheat 
harvest, even greater than the record 
crop of 1926, is expected. 

The fear is that the railroads have 
not provided sufficient facilities for han- 
dling this immense amount of wheat 
and that the transportation lines will 
experience the same handicap of con- 
gestion as in 1926. Wheat growers and 
elevator operators expect to use ground 
space for storage purposes and claim 
the loss by such method is small. But 
some farmers have already started old- 
style binders in their harvest fields, 
rather than take chances with the hail- 
storms so prevalent the last few weeks. 
Some farmers have lost their crop by 
hail, but most of them had insurance 
sufficient to take care of the planting 
cost, if not full coverage. 


Optimistic Over Conditions 


Business men and farmers alike are 
optimistic over trade conditions, as sat- 
isfactory agricultural returns will make 
possible increased purchasing power in 
the fall. The resultant increased need 
for merchandise will make necessary an 
augmented output of factories which 
will, in turn, cause larger distribution 
of wholesale lines. Following his newly 
acquired habit of last vear, the farmer 
this spring owns a larger equity in his 
crops than was formerly true. He has 
spent less for production, has done more 
of his labor himself and borrowed less, 
leaving himself a larger margin between 
his cost of production and his probable 
sale price. 


Attend Equitable Life Meeting 


More than 20 agents of the Equitable 
Life of New York attended the com- 
pany’s second annual insurance school 
at Little Rock, Ark. 

The course of instruction covered 
many subjects pertaining to better meth- 
ods of selling insurance. Sales problems 
were discussed, including the approach 
to a new customer and advertising. The 
school was attended by many of the 
state and local agents of the company. 


Mattison Honored in Absence 


J. O. Mattison, Oklahoma manager 
of the State Life of Indiana, spent the 
last two weeks of June at Anderson, 
S. C., his former home. During his ab- 
sence, Mr. Mattison was elected pres- 
ident of the Oklahoma Life Under- 
writers Association. 











WERKENTHIN HAS RESIGNED 


Succeeded by J. G. Vaughan as Texas 
Department Actuary and Deputy 
Life Commissioner 


The Texas department of insurance 
has announced the resignation of Ber- 
nard Werkenthin as actuary and deputy 
life insurance commissioner. Mr. Werk- 
enthin has been connected with the de- 
partment as examiner, actuary and dep- 
uty almost continuously since 1915, and 
his period of service is longer than that 
of any other person connected with the 
department. He retires from official 
connection with the department to en- 
gage in the general practice of actuarial 
and accounting work in the state. The 
department announced that it will con- 
tinue to use his services as special exam- 
iner. 

John G. Vaughan of Dallas has been 
appointed actuary and deputy life in- 
surance commissioner. Mr. Vaughan 
has been connected with the accounting 
firm of Hutchinson & Smith and in that 
connection has been doing official exam- 
ination work for the department under 
the present administration. He received 
his insurance training with the Republic 
of Dallas, with which company he was 
associated as chief accountant and as- 
sistant secretary for a number of years. 
Mr. Vaughan will assume the duties of 
his office immediately. 


BUCKNER AWARDED DEGREE 


Assistant Secretary of the Jefferson 
Standard Life Becomes Fellow in 
Actuarial Society 


David E. Buckner, assistant actuary 
of the Jefferson Standard Life, of 
Greensboro, N. C., has just been award- 
ed the degree fellow of the Actuarial Sor 
ciety of America. He had previously 
received the degree of fellow American 
Institute of Actuaries. 

Mr. Buckner is the first native North 
Carolinian to qualify for the F. A. S. 
degree; in fact, prior to this last exami- 
nation, no native resident of the section 
of the United States south of the Mason 
and Dixon line and east of the Mississip- 
pi river had qualified. 

Mr. Buckner was born in Saxapahaw. 
N. C. After receiving the bachelor of 
arts degree from Wake Forest, he was 
appointed superintendent of schools at 
Siler City. He served in that capacity 
until the outbreak of the world war, at 
which time he entered the army and saw 
long service overseas. After the armis- 
tice he attended Grenoble University in 
France four months. Upon his return 
from overseas, he was appointed an in- 
structor in mathematics at North Caro- 
lina State College and taught there for 
three vears. Fs 

In June, 1923, he went to Greensboro 
as a clerk in the actuarial department 
of the Jefferson Standard Life. The Jef- 
ferson Standard has three accredited ac- 
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tuaries in its home office. They are 4 E. 

Cann, vice-president and secretary; R. B. 

Coit, actuary, and Mr. B uckner, assist- 
ant actuary. 


State Mutual Combines Agencies 


The State Mutual of Worcester has 
combined its Virginia agency with its 
agency at Washington, D. C., and the 
office at Washington will hereafter su- 
pervise the Virginia field. This change 


was made following the resignation of 
John C. Goode as its general agent at 
Richmond for Vi irginia territory. Mr. 


who has represented the company 
in this capacity for nearly 10 vears, has 
joined the forces of the Northwestern 
Mutual at Richmond, becoming 
ciated with W. Tolar Nolley, genera! 
agent for Virginia. 


Coode : 


asso- 


Alabama Takes Group Policy 


Group insurance for employes of cer- 
tain departments of the state of Ala- 
bama has recently been provided by a 
$500,000 policy issued by the Protective 
Life of Birmingham, it was announced 
last week. All employes between the 
ages of 16 and 45 are eligible for this 
insurance, according to Maj. Lucie: C. 


LIFE 


Brown of the Protective Life, who wot 
the policy. 

The initial policy will be 
creased in the near future, 
plan is extended to other state 


greatly m- 
when rnc 
depart- 


ments. Among the large group insur- 
ance policies of Alabama carried by 
the Protective Life are those on ‘em- 


Alabama Power Company, 
Electric Company, Jeffer- 
Birmingham “News,” 
rirst National 


ploves of the 
Birmingham 
son county, the 
Mobile county and_ the 
Bank of Birmingham. 


Atlantic Life Plans Schools 


The Atlantic 
one-day schools of 
North Carolina during the week begin- 
mng July i6. The frst meet will be 
held at Rocky Mount for the group 
of agents in the eastern part of the 
state. The next will be staged July 1% 
at Raleigh for the central group, and 
the third will be put on at Charlotte 


Life is planning to hold 
salesmanship in 


July 20 for the western group. The 
schools will be conducted by William 
H. Harrison, superintendent of agen- 
cies, Robert G. Richards, agency secre- 
tary, and Dr. Frank P. Righter, medical 
director. 
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BROADENS AIR COVER CLAUSE 


Union Indemnity Announces Elimina- 
tion of Time-Clauses on Aviation 
From Its Accident Policies 


The Union Indemnity has broadened 
the clause in its policies providing for 
the voiding of accident insurance policies 
if holders travel in airplanes. In the 
present policies there are no time-clauses 
whatever as to aviation. A passenger 
may take out a policy in the morning 
and hop off in the afternoon, and it will 
be in full force and effect. 

“The life insurance companies are rec- 
ognizing aviation,” said President W. 
Irving Moss, “and the fact that air trans- 
portation is one of the accepted phases 
of human life and endeavor. I have be- 
fore me a statement to the effect that 
42 of the 50 leading life insurance com- 
panies in the country, in volume of busi- 
ness, have no clause in their policies 
eliminating liability from 
activity. Four companies have a one- 
vear elimination rider, and four a two- 
year elimination rider. Taking into con- 
sideration the volume of business two 
years old, the 50 leading insurance com- 
panies in the United States and Canada 
are covering travel by air to the extent 


of $73,276,680,279. These figures apply 
to life insurance companies. 
“In recent months some of the acci- 


dent companies, among them the Union 
Indemnity, have 
contracts to cover for any loss caused 
by any hazard in aviation while the in- 
sured is riding as a passenger in a li- 
censed airplane operated by a 
pilot upon a regular established route 
between definitely established airports.” | 


Neighbor Had Premium; Held Agent 


LINCOLN, NEB., July 5.—A novel ques- 


tion has been brought by appeal to the 
supreme court for determination by the 
World Accident, which lost in the York 
district court Pursuant to an agree- 
ment between the collector of the com- 
pany and the policyholder, that because 
of the latter's frequent absences from 
home, Levi Jones nearly always left his 
premium with a neighbor, and it was in 
her hands when the accident occurred 
that killed him. The court below held 
the neighbor to be the agent of the com- 
pany for purposes of collection and pay- 
ment to her was payment to the com- 
pany It holds that she was the agent 
of the policyholder. 


Holds 20th Anniversary Convention 
The 20th anniversary 
the Celumbian Protective 
the home office in 


convention 
was held 
Binghamton, N 


| About 100 


aeronautical | 


liberalized their policy | 


licensed | 


| 
| 
| 
| 
| 
| 
| 
‘| 


representatives, including 
agents, gathered 
new business 
approved ap- 


office managers and 
A six-month campaign for 
brought mere than 10,000 


plications, it was reported, a 100 percent 
increase over the previous yea The 
membership is now approximately 20,000 


National L. & A. Promotions 


Superintendent H. B. Wernette of San 
been made manager of the 
San Antonio district N 
Life & Accident 

F. L. Penix of Jonesboro, R. H. Helm 
and J. W. St. Romain of New 
No. 1, M. W. Hester of Atlanta No. 2 and 
J. V. Sandlin of Chicago of No have 
been promoted to superintendencies 

Other new superintendents recently 
appointed are J. Zion, Philadelphia No. 1; 
rR. W Walker, Springfield, Mo.: H kh 
Hill, Oklahoma City; R P. Holloway 
San Antonio No. 2; R. M. Gordon, Peoria 
and J. H. Rogers, Detroit W. M. Kerr 
of the Detroit district has been promoted 
to a superintendency in Philadelphia 


No. 1. 


Antonio has 
newly created 
by the National 


Orleans 


Appointed Field Superintendent 
National an- 
Agent Henry 
superintendency in 
He has made an 
in that dis- 





The Washington Fidelity 
nounces the promotion of 
G Herold to a field 
the Cincinnati district 
excellent record as an 
trict 


agent 
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ALLEN HEADS FRATERNAL AID 


Insurance Attorney Succeeds J. N. Dol- 
ley, Who Resigned After Successful 
Three-Year Administration 


TOPEKA, KAN., July 5.—Some im- 
portant changes in the official family of 
the Fraternal Aid Union of Lawrence, 
Kan., were announced following the Jun 
meeting of the advisory board. J. N 
Dolley resigned as president and George 
R. Allen was elected to succeed him. 
John C. Tolson of Baltimore, Md., was 
ap aalaied vice-president to succeed th« 


late Samuel C. Kurn of Long Beach. 
Cal. 
The resignation of Mr. Dolley was 


not a surprise to insurance officials. His 
wife has been an invalid for more than 
a year and he has not been in very good 
health for some months. He became 
president of the society by appointment 
three years ago and then won the elec- 


tion a year later for the full term at 
the society convention at Colorado 
Springs. His administration has been 
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entral States Life 


Insurance Company 


ST. LOUIS, MO. 





Available 
Territory 
Issues policies at all ages 1 to in 
70. Both participating and Arkansas 
non-participating. Children’ Coternia 
“Pp Pang, \SaTen © Colorado 
policies with beneficiary in- Florida 
surance. Double Indemnity. — 
Disability benefits. Dismem- Idaho 
berment and surgical bene- Kansas 
fits. Special monthl re- arena 
a P y P Montana 
mium sight draft plan. Non- Minnesota 
medical. Sub-standard. Sales Nebraska 
. ; a Oklahoma 
planning and circularizing New Mexico 
department. Producers club. S. Dakota 
Texas 
Utah 
Wyoming 











WRITE DIRECT TO HOME OFFICE 

















LIFE OPPORTUNITY 


Attractive agency contracts available for experi- 
enced or inexperienced salesmen in 








— : KANSAS 
NEBRASKA 

A prompt inquiry MISSOURI 

by return mail ex- ILLINOIS 

pressing your de- TEXAS 

sires or ambition ARKANSAS 

will bring infor- ALABAMA 

mation that will COLORADO 

enable you to cash WASHINGTON 

in on your ability OREGON 

and experience CALIFORNIA 

on a_ profitable 

basis NOW—not Participating and Non-Participating 


Low Net Cost Policies. 


SOMETIME. 


District Agencies or General Agencies 
of your own. 








Replies strictly confidential 


The LIBERTY LIFE 
INSURANCE COMPANY 


Topeka, Kansas 


CHARLES A. MOORE, PRESIDENT 











THE NATIONAL 











P Liberal policies 


Good territory KS oy 


T-H-E aaa 
SUCCESSFUL 
COM BINATION Agency— Building a2) . 
Co - Operation from NATIONAL 











I-D-E-A-L Home Office “" AGENCIES 
: \ Efficient Claims 
“ Service A 


Are you making PROGRESS? If not, are you willing 
to spend TWO CENTS to learn WHY National Casualty 
salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE. 


NATIONAL CASUALTY COMPANY 
Detroit, Michigan 
W. G. Curtis, President 





UNDERWRITER 


quite successful and the society has made 
a large growth in recent years. He has 
been @ member of the advisory board 
for 20 years. 

George R. Allen is a well known in- 
surance attorney. Since 1903 he has 
been general counsel for the Fraternal 


Aid and in recent years has been con- 


sulted on all important fraternal insur- 
ance legal questions throughout the 
country. He is associate counsel for 


the Security Benefit Society of Topeka. ; 


He formerly lived in Kansas City, Kan. 
and served in the legislature from Wyan- 
dotte county. 

Gilroy Made Head Consul 


Peter F. Gilroy, who has been in 


‘harge of the San Francisco office of the 


Woodmen of the World of Denver, has 
succeeded Ll. L Soak as head consul 
following the meeting of the head camp 
in Oaxland, Cal., June 29. It is under- 
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fornia departments were interested in 
the insurance affairs of the organization 
and that radical changes are now under 
way. Barrett F. Coates, consulting ac- 
tuary of San Francisco, has been en- 
gaged in checking the organization’s 
funds and policies as well as methods 
for several months past Criticism of 
Mr. Boak'’s management of the insurance 
feature of the order was also heard dur- 
ing recent months Several months ago 
the commissioners of the states men- 
tioned started to show unusual interest 
in its affairs. Mr. Coates is expected to 
make a report to the interested commis- 
sioners within the next few weeks 


Claims W. O. W. Going Strong 
W. A. Fraser, sovereign commander of 
the Woodmen of the World, reports that 
during March and April, when the fight 
was hottest against the combination 


|} with the Globe Life, nearly $3,000,000 of 
|} new business were added to the frater- 


stood that the Colorado, Oregon and Cali- | nal. 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘“‘Unique Manual- 
Digest’’ and ‘‘Little Gem,’’ Published Annually in May and April respectively. 
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Insurance, Company 
General Agent Wanted 
In Ohio 


Ohio has: Over six million people. 
Six hundred fifty thousand families with tele- 


oC. rf .& 
Acinnad 





phones. 
One million two hundred and fifty thousand 
automobiles. 


The total county wealth factors of Ohio represented by 
manufactured, mine and fishery products, crops and live 
stock, are over two billion eight hundred million. 

The territory open in the state for a general agency is in a 
prosperous farming, manufacturing, merchandising and in- 
dustrial section. 

Territory affected less by adverse business conditions than 
perhaps any other section in the United States. Prospects 
in winter, summer, spring and fall. 

An unusual opportunity for an experienced salesman who 
seeks promotion. For information write: 


The Ohio National Life 
Insurance Company 


Cincinnati, Ohio E. E. Kirkpatrick 


T. W. Appleby Guntt of Ament 
up’t of Agents 


President 


























(Cink UP (Owitn THE) LINCOLN) 





Question: What special guaranty can be 
made a doctor, lawyer or big 
executive onthe permanence of 
his income? 

Answer: The LNL professional income disability clause will 

make his Lincoln National Life insurance policy 


protect his life and his earning ability also. Ask 
us about it! 


The LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


“‘Its Name Indicates Its Character’’ 


FORT WAYNE, INDIANA 
Insurance in Force More Than $535,000,000 

















HAS NEW DISABILITY CLAUSE 


Pacific Mutual Life Gives Particulars 
About Its Benefits And Tells 
About the Changes 





The Pacific Mutual Life put its new 
permanent and total disability benefits 
into effect July 1. Changes in the new 
form as compared with the old are 
brietly outlined as follows: 

(1) Liability will date from the ac- 
tual commencement of the _ disability, 
but in no event will payment be made 
for a period of more than six months prior 
to the filing of proof and where dis- 
ability arises under the 90-day clause, 
no payments will be made for the first 
two months of such disability. This 
change will help to eliminate many mis- 
understandings arising from the failure 
of the claimant to promptly file claim 
papers. 

Disability Annuity 


(2) Payment of the disability annuity 
will be made at the end'of each com- 
pleted month from the date of disability, 
rather than on the first day of each 
month. This eliminates certain inequali- 
ties of treatment which existed under 
the old forms. 

(3) <Any instalments accrued and un- | 
paid at the death of the insured, or 
where the insured is insane, will be paid 
to the beneficiary under the policy. This 





will facilitate payments. 

(4) Disability arising while traveling 
in a regular commercial aircraft is cov- 
ered, but disability due to participation | 
in other aeronautics is not covered. 

Women Risks 

(5) Women Risks—(a) Coverage on 
women risks terminates upon marriage. 
Married women, except under certain 
conditions, will not be accepted. 

(b) The method of determining the 
extra charge for women risks has been 
greatly simplified. This is now handled 
by making‘a flat extra charge of $2 per 
thousand for the regular form and 30c 
per thousand for the waiver only form. 


Forms of Benefit 


The various forms of disability cover- 
age vranted are described as follows: 

Regular: This form provides for | 
Waiver of premium and payment of a 
disability annuity of $15 a month for 
each $1,000 of insurance, should disa- | 
bility occur before age 60. Permanent 
total disability will be admitted when 
total disability has continued for 90} 
days, or when entire loss of sight, or of 
the use of two limbs has been sustained. 
Payment under the permanent total dis- 
ability benefit does not detract in any | 
way from the other benefits provided in | 
the policy. | 

Waiver Only: This form of coverage | 
is similar to that of the “regular” form, 
except that no disability annuity is pay- 
able. 

Business: This is a form of benefit 
issued by the Pacific Mutual exclusively, 


and is designed to fit the same pur- 
poses as business life insurance—that is, 
to compensate the firm or partnership 
for whose benefit it is carried, for the 
loss of the insured. It is felt that this 
need can only be properly met by the 
payment of a one-sum benefit and, there- 
fore, under this form of benefit, in event 
of permanent total disability occurring 
before age 60, the face amount of the 
insurance is paid in one sum in lieu 
of all other benefits and the policy is 
thereupon terminated. Permanent total 
disability is admitted if the insured is 
permanently and totally disabled beyond 
the possibility of recovery, or in the 
event of the irrecoverable loss of the 
entire sight of both eyes, or of the loss 
of two limbs by amputation. 

It should be noted that the conditions 
which constitute permanent total dis- 
ability under the “Business” form are 
distinctly different from those which 
constitute permanent total disability 
under the “regular” and “waiver only” 
forms. 

Rates Are Increased 


The experience under permanent total 
disability coverage has indicated the 
necessity of an increase in rates, <Ac- 
cordingly, the scale of charges incor- 
porated in the July, 1928, rate book has 
been adopted. 


California State Life 
The California State Life has started 
the issuance of policies without medical 
examination. The limit of non-medical 


, insurance on any one life will be $2,500 
'in all the operating territory except Ari- 


zona, Where non-medical is not permit- 
ted, and in Oklahoma, where the limit 
is $2,000. This limit applies to males 
only—not under 15 years of age or over 
45. The limit for females is $1,000—not 
under 15 years or over 40. Applicants 
on the non-medical plan must be able 


|to read, write and speak the English 


language. Non-medical will not be writ- 
ten on Japanese, Chinese, Filipinos or 
illiterate Mexicans. Permission to write 
non-medical applications will be with- 
held from field men until they have been 
with the company three months and 
have produced at least $25,000 of medi- 
cals apiece. 


State Mutual Life 
The State Mutual Life of Massachu- 


| setts has announced the addition of the 


double indemnity clause, effective July 
2. The rate is $1.50 per $1,000 and the 


|} clause provides for the immediate pay- 


ment of the face of the policy in the 


|event of death, even though the addi- 


tional payment under this clause be 


| under dispute. 


Union Central Manager Speaks 


W. G. Benway, manager of the Union 
Central Life in Seattle, spoke recently 
on “Organizing the Salesman for His 
Work” before the Seattle Real Estate 
Board. 
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NEWS OF LOCAL ASSOCIATIONS ‘ 














WANTS NEW MEMBER CLASS |! 


Interesting Feature in Program Out- | ‘rust 


to which properly accredited bank 





lined by New President of 


eee to the idea. 
Houston Association a oe 


Other Officers Elected 





HOUSTON, TEX., July 5.—An = Dudley Jarvis, Seaboard Life, — 
teresting program for the activities of | elected vice-president and Adolph West- 
the Houston Association of Life Under- | heimer, Pacific Mutual, secretary-treas- 
writers for the coming year has been | urer. Tex Bayless and J. W. E. Stephen 
drawn up by J. W. E. Stephen of the | are the new directors, while Adolph 
Aetna Life, who was elected president | 
at the annual meeting, and approved by 
the directors of the association. A not- ; 
able feature of the program is the de- | Life is the retiring president of 
cision to open negotiations with the Na- | Houston association. Mr. 
tional association to secure authority 
for the creation of a special non-voting 


Westheimer and Joe Smith were 
elected to the directorate. 


about better cooperation and closer 


officers shall be elected. It 
stated that local bankers are hospitable 


class of membership in the association, 
and 


is 


was 


re- 


E. D. Shepherd of the Union Central 


the 


Shepherd 
was especially successful in bringing 


re- 


lations between local underwriters and | have studied insurance courses 
trust company officials. 


LIFE INSURANCE EDITION 21 
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Mr 
| Triges pointed out that the aim of this 
course is to develop the degree of char- 


2 8 tered life underwriter on the same basis 

Minneapolis.—John <A. Blond, Provi-|as the certified public accountant 
dent Mutual Life, a member of the na- | Approximately 100 attended the meet- 
tional executive committee of the asso- | ing The next meeting will be held some 
ciation, spoke at the last business meet- | time in September 
ing of the Minneapolis association for | 

| ‘. © 

the season | 

Leon A. Trigges, Berkshire Life, presi- Council Bluffs, la.—Mrs. W. 8. Prich- 


dent of the Minneapolis association, was | ard of Garner, la., chairman of the in- 
elected to succeed Mr. Blond as national | surance section of the lowa Federation 
committeeman for a term of three years of Women’s Clubs, in addressing the 
Mr. Trigges spoke on a movement to ele- | luncheon meeting of the Council Bluffs 


Vate standards of life insurance sales- 
men by creating a degree of chartered 


association last week told of the break- 
ing down of the indifference of women 


life underwriter, to be issued by the/to life insurance 


American College of Life Underwriters Mrs. Prichard declared that the wrong 

In his address Mr. Triges paid a trib- | approach has been used in selling insur- 
ute to the late Edward A. Woods of | ance. The average man after taking out 
Pittsburgh, who founded the American | an insurance policy goes home and tells 
College of Life Underwriters He also | his wife that he has done so and that it 
described the plan of the National asso- | means another expense to meet The 
ciation which provides a system of ex- | wife resents the adding of this expense 
aminations for experienced insurance | and therefore frowns on insurance If 


salesmen with high school education as | the husband would tell his wife that he 
well as for university graduates who|had taken out an insurance policy so 











HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 


A Home Life Contract brings prosperity and progress 
* * * * * 


Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 














ARE YOU READY FOR ADVANCEMENT? 


HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU WOULD OWN 
YOUR_OWN vps HAVE YOU HAD tee ae £0 LARGER 


ie) CEMENT? BUI U 
YOUR OWN CITY WHERE you ARE KNOWN. WHY NOT HAVE THE LARGER 
Son AND LONGER RENEWALS AND OVERWRITING COMMISSIONS 
NN THE PRODUCTION OF MEN YOU APPOINT. 


win HAVE SPLENDID GENERAL AGENCY OPENINGS IN MICHIGAN, ILLINOIS, 
OH10, IOWA, MISSOURI, PENNSYLVANIA AND NEW JERSEY. IF WE HAVE NO 
AGENCY IN YOUR VICINITY, WRITE TO US. 
WE OFFER YOU VERY DISTINCT ADVANTAGES 
a rnin Agwry ag = term —— 9 
sta rd forms o! icies, bot rticipating and non-participating. 
Liberal disability benefits. = . ~aghe eiiis 
Guaranteed Premium Reduction Coupons, beginning at end of first year, with further 
cash dividends each year after the —, oaiing & very low net cost. 
Confidential communication is invited if you have a clean record and the ability to write 
insurance yourself and to develop a General Agency. You know your own ability and your 
own limitations. Can you measure up? Can you make this the turning — in your Mife, 
the door to the larger opportunity and larger income of which you have 


GIRARD LIFE INSURANCE COMPANY 


Opposite Inde ce Hall 
PHILADELPHIA, PA. 









IT CONCERNS 
GENERAL 
AGENCIES 











Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. N. WARFIELD, President A. W. MEARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 














“Easy to read, eazy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “‘Easy Lessons in Life Insurance,”’ a text and review book with quiz supplement. ss The 
National Underwriter Company, 1362 Insurance Exchange, Chicago ~ 














REAL PROGRESS 


Increase in New Business 
1927 over 1926 
43.44% 


Address 





INSURANCE CO. 


66 BROADWAY NEW YORK 


Thomas E. Lovejoy, President 
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Years of Life Insur- 
ance Ideals and Service e 


mn ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
OF Nkw i. issued its first policy. The business of life insurance on the mut 





merica then and there. 

Priority in its field is not the Company's claim to greatness—age in itself is no great 
distinction. THE MUTUAL LIFE ~~ with high ideals of business conduct, which 
still prevail It aims at quality and to highly honorable in all its dealings. 

In its relations with —— and their representatives THE MUTUAL LIFE 
has an outstanding rec 

Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON 
President 
34 NASSAU STREET 


GEORGE K. SARGENT 
2nd Vice-President and Manager of Agencies 


NEW YORK, N. Y. 














Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 





Life Health Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 














Onto - Inprana - Micnican - Kentucky - PENNSYLVANIA 
West Vircinia - Texas - Oxcanoma - Cauirornia - ILuinors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 


they could create an estate she would 
have a different attitude, Mrs. Prichard 
pointed out. 

“Women sometimes don't deny them- 
selves to allow the payment of life in- 
surance premiums,” Mrs. Prichard said, 
“but the time is coming when women 
will have a keen realization of the value 
of insurance.” 

*x* * x 

Fort Wayne, Ind.—Committees § ap- 
pointed to plan the activities of the Fort 
Wayne association for the coming year 
have been announced by J. Wade Bailey, 
recently elected president. Committee 
chairmen are: Waldemar E. Eickhoff, ex- 
ecutive committee; Kenneth Robinson, 
program; L. D. Fowler, membership; 
Walter Lawyer, press; Charles B. Fitch, 
legislative; A. M. Young, grievance; W. 
E. Zahrt, civic and municipal. 

* * * 


Omaha.—Hugh Wallace, Equitable Life 
of Iowa, was elected president of the 
Omaha association last week. J. E. 
Moss, Aetna Life, was elected vice- 
president; T. J. Bruner, Travelers, secre- 
tary, and L. W. Forbes, New York Life, 
treasurer. 

B. E. Williams, the retiring president, 
presided and gave an address in which 
he outlined the work of the association 
during the past year. 

ee © 


North Dakota—The monthly meeting 
of the Fargo members of the North 
Dakota association was held in Fargo 
with President George F. Sheldon in 
charge. W. W. Fuller spoke on “Con- 
version of Term Insurance;” C. H. Simp- 
son on “Cooperation Between Chambers 
of Commerce and Life Underwriters As- 
sociations,” and A. W. Boedisch on “Old 
Age Endowments.” 

* * * 

Erie, Pa.—David Conway, general 
agent of the Penn Mutual Life, was 
elected president of the Erie association 
at its annual meeting. John Kraus of 
the Western & Southern Life was elected 























1851 1928 
BERKSHIRE LIFE INSURANCE CO. 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of coopera- 
tion between HOME OFFICE and FIELD FORCE are responsible for our 


great expansion. 
Territory open for connection with this fine old Massachusetts Company. 


BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASS. FRED H. RHODES, President 





























IF YOU DON’T KNOW, 
Look in 


THE INSURANCE ALMANAC 
$3.0C per Copy 


80 Maiden Lane 
New York, N. Y. 
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UNITED STATES LIFE 
INSURANCE COMPANY 
In the City of New York | 
Organized 1850 Non-Participating Policies Only 

Over 71 Years of Service to Policyholders 
Good territory for personal producers, under direct contract | 
Big HOME OFFICE: 105-107 Fifth Avenue,New York City sis. 
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Company of America 


MILWAUKEE, WIS. 
operating in the following states: Califor- 
nia, Illinois, Iowa, Michigan, Minnesota, 
Ohio, Oklahoma, Oregon, Pennsylvania, 
South Dakota, Texas, Washington, Wis- 
consin. 
Give us a ring or address us if unattached. 




















T. O. Berge, President 





JUST WHAT YOU WANT 
The best in Life and Casualty contracts. 
Liberal Commissions, Non-forfeitable Renewals. 
Leads and genuine co-operation. 
This is the oldest Life, Health and Accident Company in the Northwest. 
have been substantially increased by energetic new management. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 
706-10 Plymouth Bldg., Minneapolis 


Assets and surplus 


P. G. Erickson, Secretary 











vice-president; Paul McBride, Aetna 
Life, secretary, and N. B. Magoffin, Con- 
necticut General Life, treasurer. These 
officers, together with Thomas Hughes, 
H. B. Thornton, George Peters, A. C. 
Young and E, J. Crowell form the new 
board of directors. 
x * * 

Seattle.—Impressions of life insurance 
as he found it in Europe and a travel- 
ogue of his eight months’ trip through 
England, France and Germany were 
given by W. Dwight Mead to the Seattle 
association at a recent meeting. A small 
but enthusiastic crowd greatly enjoyed 
Mr. Mead’s talk. New officers were in- 
stalled and several committee reports 
given. The meeting will be the last un- 
til next fall. 

x * * 

Champaign County, Ill.—At the annual 
meeting of the Champaign County asso- 
ciation, the following officers were 
elected: T. J. Swartz, Equitable of Iowa, 
president; J. Y. Hamlin, Northwestern 
Mutual, vice-president; Frank Murphy, 
Massachusetts Mutual, secretary-treas- 
urer; C. H. De Long, Peoria Life, execu- 
tive committeeman. A committee was 
appointed to arrange for the fall meet- 
ing of the Illinois association which 
will be held in Champaign the latter part 
of August. 





*x* * * 

Utiea, N. Y.—About 40 members of the 
Utica association attended the annual 
outing held at Oneida Lake. Games, 
dinner and dancing . were enjoyed. 
George W. Fretts and Ray Brewer were 
in charge. 
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CONSERVATIVE LIFE MUSTER 


Annual Agency Convention Was Held 
at the Home Office—Claris Adams 
Main Speaker 


The annual agency convention of the 
Conservative Life of South Bend, Ind., 
was held at the head office last week. 
There were 49 superintendents and agents 
that qualified and 16 qualified for an 
additional invitation for their wives. 
The women were entertained on an 
automobile drive, the official hostesses 
being Mrs. J. M. Stephenson, wife of the 
president of the Conservative Life, and 
Mrs. A. S. Burkart, wife of the vice- 
president. 

At the business session, President 
Stephenson, Vice-President Burkart, Sec- 
retary Reed and Assistant Secretary 
Matthews spoke. At the luncheon the 
first day Secretary Reed presided. Mayor 
Chester Montgomery spoke, as did Com- 
missioner of Public Safety Earl Reeder 
on “The Serious Side of the Life Insur- 
ance Business.” At the banquet Vice- 
President Burkart was toastmaster, the 
speakers being Secretary Claris Adams 
of the American Life Convention and 
President Stephenson. 

Mr. Burkart announced that the great- 
est record obtained by the company in 
a single month was m June of this 
year in honor of the president. In the 
30 days the agents had submitted in 
applications $1,307,000 of: business. The 
first prize for superintendent went to G. 
W. Rathwick of South Bend No. 1. Su- 
perintendent Harry York of the Wyan- 
dotte district was second and Superin- 
tendent A. M. Shanks of Kokomo, third. 
The agents first prize was won by Louis 
Balogh, South Bend No. 1; second by J. 
T. O'Connor of the Wyandottle district, 
the third by Walter Wanvak of Detroit 
west, and the fourth by John Yuhasz of 
Gary, Ind., No. 1. There were 54 agents 
who won prize money in the industrial 
department. On the second day the 
visitors were shown through the home 
office and taken on an automobile ride. 
Luncheon was served at the Chain-O- 
Lake’s Club, President Stephenson acting 
as toastmaster. He introduced Medical 
Director Huffman and Dr. W. H. Mikesch, 
chief of the local medical examiners. Dr. 
Elmer Ward Cole, pastor of the First 
Christian Church of South Bend, spoke 
on “The Romance of Life Insurance.” 





As the result of a nervous breakdown, 
George Brown, aged 54, a well known 
insurance man of Hillsboro, O., who was 
agent for the Mutual Life, killed his wife 
and then committed suicide Sunday. Mr. 
Brown was one of the best known men 
in southern Ohio and had been an en- 
thusiastic good roads advocate. 








Ju 





Sant % 


be 








July 6, 1928 




















_LIFE INSU RANCE 


—SSS EE — 


























BUSINIESS-GETTING 


E DITION — 23 










































| MPBIFETOIDS 























Practice Pursued During the Approach 
and the Closing of the Interview Are 
Very Important to the Soliciting Agent 


west central Illinois agency of the 

Illinois Life gave a talk recently on 
the approach, close and delivery of a 
policy. He said: 

“After introducing yourself, the first 
thing in approaching your prospect is 
to make your business known, giving 
him the understanding that you are there 
particularly to see him, and have some- 
thing to offer, which fits his particular 
need. Do not give your prospect a 
chance to wonder why you are there, 
or when you do get around to explain- 
ing the reason for your call he will 
probably decide that you are either 
ashamed of your profession or afraid of 
him, and your chances of making a sale 
will be small. As most sales are made 
in the first few minutes of your calls, 
it is of the greatest importance that your 
prospect’s first impression of you be 
good. Be confident and sure of your 
ability to carry through the thing you 
are trying to accomplish, without letting 
your self-confidence overstep the bounds 
of politeness. 

“The next step is putting your pros- 


O west « F. HAMILTON of the 


pect at ease. The sale of an object 
or an idea is much more easily accom- 
plished if your prospect is in a comfort- 
able position. Arranging so this is pos- 
sible is comparatively easy and almost 
always necessary. I have noticed in 
soliciting in our territory, when calling 
on a school teacher if I introduce my- 
self, state my business and ask to come 
in, I will usually be left out in the cold 
with a short refusal for company. I 
have found it somewhat better to in- 
troduce myself and tell her I have a new 
plan which is particularly suitable for 
school teachers and that I am coming 
in for a moment and explain it to her. 
By assuming that you are more than 
welcome you will seldom fail to get an 
interview. 

Get on a Friendly Basis 

With the Prospect 


“After these preliminaries have been 
disposed of, you must get on a friendly 
basis with your prospect. This may 


often be done by admiring his home, 
his children, his car or dog, anything in 
fact in which he is likely to be interested 





| 


| 


| what your trouble is and what you tell 
him is in strictest confidence. I am in 
a position to help you in a business way, 
can do nothing unless you will 
questions | wish to ask, 


Care must be taken, how- 
ever, not to be drawn into a conversa- 
tion from which it will be difficult to 
get your prospect’s mind back on the} but | 
main reason for your call. It is well | answer a few 
to remember the thing in which your | not through curiosity but to help me 
prospect has shown the greatest inter-| to help you.’ Then I would proceed 
est, as you will no doubt wish to call | to ask him anything I wished to know, 
on him again and he will feel rather | such as to any outstanding indebtedness, 
flattered if you remember his hobby. mortgage on his home or business, num- 
ber of children and plans for their edu- 
cation, in fact, any of the things one 
must know in order to administer in- 
telligently to his insurance needs. Most 
all real business men are now realizing 


or proud of. 


Getting Vital Information 
During the Interview 


“Now that we have our prospect in a 
comfortable chair and he feels that we | ; 
may be all right after all, we must de- | the important place the insurance pro- 


cide what we are going to sell him and | fession has in their home and_ business 
how much of it. If your list of pros- life, and if they believe you to be a real 


pects is picked you will know before- business man, will not withhold the in- 
hand just where the weak point in their formation you desire. 

insurance program is located and will 
have some particular plan shaped up for | 
them. Where you do not know his | 
needs and but little about him you will| “At the 


Suggestion on the Mechanics 
of the Interview 


beginning of the interview, 


have to get some information, and the | place your rate book and application 
best place to get it is from him. A | blank in plain sight of the prospect so 
point blank question, if asked in the}! he can get used to the sight of them. 
right way, will usually be answered.| Give him your pencil or pen and make 
For instance, let us imagine I am calling | him figure. Illustrate with diagrams as 
on Mr. Brown and know very little | much as possible; one picture will do 
about him, I would get the information | more and last longer than all the words 


I wanted in this way: ‘Mr. Brown, my | in the dictionary. Do not allow your- 
profession is insurance just as a doctor’s | self to be drawn into any controversy 
is medicine. Now, you know a doctor | concerning other companies or other 


cannot help you unless you tell him ‘plans, just simply refuse to talk about 





Get the success thrill! 


another 
success. 





The Citizens Na- 
tional Life began 
writing oe 


1927, $1,251 000.00 * 





WANT A 


Thrill? 


T= join the Citizens National—now, when the 
company is new—and work with us to success. 


There is real satisfaction in belong- 
ing to an organization that has its 
future ahead of it! 
that your cooperative efforts are 
valued and appreciated! 


And there is a real thrill coming to 
you when each month you look 
back and realize that it has been 


If you are at present unaffiliated 
with any other life insurance organ- 
ization why not write us for the 
whole story? 


M™XMEORTITPTAATAN 





And knowing 


of increased profit and 





NATIONAL LIFE INSURANCE CO. East St.Lovuts ILL. 


WEE EA24kslvny 





J. G. BARDILL 
President 





GEORGE KABURECK 
Sec. and Gen. Mar. 








UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


Contract. 
Life Mon L,li-_,t -- 
The best and most liberal sub-standard facilities. 
Children’s for pee ne pupae Sam Age 1 day to 10 years. 
Total and Disability 
Double Indemnity clauses, paying double the face of policy te cane of accidental 


Life 5000 


Preyre 


These and many other new and unique features make 
“The Columbia” attractive to men. . 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 

















BIG OPPORTUNITIES IN TEXAS WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has attractive General Agency openings in Texas 
at Houston, San Antonio, Amarillo and other points in the States. Very 
attractive first year and renewal commissions and exceptional line of 
policies, If you have a satisfactory record of successful experience and 
are interested in building a profitable future with a progressive Western 
company, communicate immediately with W. H. Savage, Vice President, 
Great Republic Life Building, Los Angeles, Calif., who expects to visit 
Texas about May 1 and will arrange to see you personally, 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 
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ACTUARIES 








CALIFORNIA 





C OATES & HERFURTH 
CONSULTING ACTUARIES 
354 Pine St. 

San Francisco 


. 


Barrett N. Coates 
Carl E. Herfurth 








ILLINOIS 


OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 

















ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








H ENRY R. CORBETT 


Actuary — 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








L A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 








INDIANA 





HalcHt, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








H ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 











1OWA 





L. MARSHALL 
*CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th St. New York City 








oodward, Fondiller and Ryan 
Consulting Actuaries 


Actuarial Service in all branches of In- 
surance and for Pension Funds—Examina- 
tions and Appraisals—Statistical Service 
and Installations—Companies and Assocta- 
tlons managed under contract—Office Sys- 
tems and 9 - -~ eee Ac- 
counting and Auditing. 

75 Fulton Street New York 
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WANTED 


i 

i 

( 
Young experienced 
physician for Home 
Office Medical Ex- 
aminer in large j 
Southern company. 
Address F-92, care 
The National Un- 
( 

i 

l 


derwriter. 
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A REAL OPPORTUNITY 
AT DAYTON, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio. 








POSITION WANTED 


As actuary, assistant actuary or assistant 
secretary. Several years actuarial and home 
office experience. Address F-70, care The 
National Underwriter. 











(CONT'D FROM PRECEDING PAGE) 
them and stick to the type of policy you 
have previously decided to sell him to 
ihe last. Start high, you can always 
come down if necessary, but it is mighty 
near impossible to raise after you have 
started low. Do not quote prices; sell 
protection and security, not cash values 
and premiums. Dominate the conversa- 
tion at all times, give your man time 
to think and talk but make him think 
and talk as you want him to. Ask him 
questions to which the only answer can 
be affirmative. Do not under any cir- 
cumstances argue with your prospect. 
He is always right even when he’s 
wrong. It may hurt a little to have to 
yield a point to him but it will not hurt 
when you take his application. 

“The close, probably the most difficult 
part of the whole sale, is a very simple 
thing if you do it at the right time. 
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Doing it at the right time seems to be 
the great trouble. The right time should 
be the successful conclusion of your 
presentation of the contract, but it may 
be immediately after you have intro- 
duced yourself or at any time during 
the conversation. Study your prospect 
closely and he will tell you when to 
get his name on the dotted line. The 
close is simply the time when your pros- 
pect’s interest is built up to the point 
where he has convinced himself that he 
needs what you have to offer him. The 
question, ‘how much is this going to cost 
me,’ or, ‘I really can’t afford to do this’ 
is a signal to the agent that now is the 
time to close. It doesn’t matter if he 
does not know the type of policy, the 
amount of the deposit or anything about 
the contract, if the interest is there act 
on it at once, get the application signed 
and then talk over the other points you 
have to bring out. Building your pros- 
pect’s interest is just like building a 
house, keep after it, if he blows it over 
with a flat refusal go back to the founda- 
tion and build it up again, bringing out 
some interesting points which you have 
not mentioned before. Always leave 
some interesting point to fall back on 
as it is very seldom you can close your 
man with the first attempt, and the 
things you have talked of before are not 
likely to bring results if you go over 
them again. Prepare to close your sale 
as soon as you start your talk and keep 
trying to close every little while, with- 
out bringing any great pressure to bear. 
Save that for the final effort. 


Get Some Settlement When 
Application Is Signed 


“By getting a settlement, either check 
or note, with the application the task of 
delivering the policy will be made a 
great deal easier, and your prospect will 
have an interest in the policy he has 
applied for, which he would not have 
were he not obligated in this way. Then 
get the doctor on the phone, and, if 
possible, take your prospect to his office 
and have him examined at once. If that 
is not practical be sure the doctor has 
an appointment at the prospect’s home 
It sometimes happens when you send 
your client to the doctor’s office that 
there is a considerable line in the wait- 
ing room and your man is very likely 
to get discouraged after a 30-minute 
wait and let the whole thing go. If you 
find a good, fast and accommodating 
doctor who will rush out into the night 
and make an examination for you or 
help to sell more business it is a mighty 
good idea to treat him well and give him 
all of your examinations, because that 
kind of an examiner is hard to find, and 
it is well worth your time to keep him 
with you, 


Delivery of the Policy 
Deemed Important 


“After a lapse of two or three days, 
or weeks, as the case may be, the policy 
is passed on, issued by the home office, 
and finds its way to your desk for de- 
livery to Mr. Brown. The easiest way 
to get rid of the policy is to mail it. 
I might add that it is the easiest way to 
get it back also. It is seldom necessary 
to mail a policy and almost always un- 
successful, unless very definite plans 
have been made beforehand. The goal 
of the insurance man is a big renewal 
account and this account depends in 
great part upon the delivery of the 
policy. Find your client at a time when 
he will be able to study his contract 
with you and be sure to bring out all of 
the important points so that he will not 
forget them. Sell the policy to him all 
over again so that the first twister whe 
comes along will not be able to tatk 
him out of it. Explain to him at that 
time the wonderful service which your 
company is giving to its policyholders 
when they find themselves short. of 
money and the life insurance premium 
is due.” 





C. P .Boyd Dead 
Charles P. Boyd, educational director 
of the Travelers in the New York terri- 
tory, died last week. 
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MONTHLY INDUSTRIAL — 
BUSINESS GRATIFYING 


(CONTINUED FROM PAGE 5) 


the first year of the plan the Metropoli- 
tan put $156,000,000 of monthly indus- 
trial business on the books, in addition 
to nearly $250,000,000 of monthly ordi- 
nary business. That was only the sec- 
ond year of operation of the ordinary 
monthly plan, and thus in two years of 
operation that company had developed a 
monthly business which represented over 
15 percent of the total business going 
on the books in the course of the year. 
The policyholders have found it attrac- 
tive, and there has been no difficulty en- 
countered, for those who could have the 
larger weekly premiums ready for each 
collection could with little difficulty have 
it by the month as well as by the week 
—and vet not face the danger of spend- 
ing it before a quarter had passed, which 
is the fear of the industrial risk regard- 
ing ordinary business. 


Produces Big Volume 


The operation of the plan thus far also 
indicates that there is a large amount of 
business which ordinarily would have 
gone on the books as industrial in the 
higher ranges, but which is now being 
stepped up into the ordinary field. Just 
as the policies of $500 to $800 are auto- 
matically transferred from weekly to 
monthly industrial, all policies of $1,000 
and over automatically go into the ordi- 
nary department. Formerly there was a 
considerable jump in the premium be- 
tween the weekly industrial and the or- 
dinary policy, but now, with the month- 
ly advantage of 15 percent, this jump is 
minimized and the policyholder is easily 
put into the higher classification. All of 
this results in a saving to the policy- 
holder, so that it is gratifying to the 
company to see an increasing number 
of policyholders putting their policies on 
a less expensive basis year by year. 


Lovelace in Kansas City 


Griffin M. Lovelace, vice-president of 
the New York Life, will go to Kansas 
City next week to conduct a four-day 
Nylic sales congress for agents of 
Kansas City, Wichita and St. Joe. In 


addition the agency directors of the 
southwest department will be present, 
these coming from Missouri, Kansas, 


Oklahoma, New Mexico and Colorado. 
Inspector of Agencies Dick Oliver, of St. 
Louis, in charge of the southwest depart- 
ment will also be there. There will be 
about 100 agents enrolled for the con- 
gress. It will be similar to those re- 
cently conducted on the Pacific Coast 
by Mr. Lovelace at Los Angeles, San 
Francisco, Seattle and Portland. The 
sessions will begin July 11 and continue 
through four days. 


Records Made in Luther Campaign 


Eight general agencies of the Aetna 
Life have exceeded their quotas in the 
K. A. Luther testimonial campaign, be- 
ing conducted by the field forces of the 
company in honor of Vice-President 
Luther’s 30th anniversary. There is 
every assurance that the final returns 
will show the aggregate quota well sur- 
passed. The R. H. Keffer agency of 
New York is maintaining its lead, now 
having a total of $4,873,210. The S. T. 
Whatley Agency of Chicago is second 
with $2,551,700 thus far, and W. M. 
Hammond of Los Angeles is third with 
$2,454,810. Territorially, the central 
states devision, headed by Mr. Whatley. 
has taken first place from the southern 
division. headed’ by Gordon H. Camp- 
bell of Little Rock. 


E. T. Meredith’s Insurance 


Edwin T. Meredith, of Des Moines, 
publisher of “Successful Farming” and 
Secretary of Agriculture in President 
Wilson’s cabinet, whose death occurred 
a couple of weeks ago, carried life in- 
surance to the amount of $320,000. This 
amount, together with a million dollar 
publishing plant, was left to Mrs. Mere- 
dith and a son and daughter. 
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